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Builders everywhere know the 
vantages of factory-finished flooring. 


Now, DELFAIR... 


et EE 


Pa PRU aa AACE Ae 


manufacturers 


of quality flooring over a period of 
. offers to the trade 
its new line of Prefinished Floor- 
Standard sizes and grades 
are available for immediate ship- 





N. O. F. M.A. 
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THE AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER PLATFORM 


I—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with 
fair wages and profits to all who serve in the industry. 















2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. 










3—Identification of the building products merchant as a central headquarters for 
the industry's consumer selling activities in the local community. 











4—Perpetuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 


5—Informative, educational and merchandising-minded journalism and service 
toward these ends. The Editors 











cared a8 seeond-ciass matter Ost. 2, 1946 at the Post 
Chieago, Illinois. enaer the Act of Marca 8, 1878. 





Amerock Jaltigetiatty MO Guten] 


f¥ COSTS SO LITTLE TO DRESS UP CLD OR NEW FURNITURE 
DESIGNS FOR EVERY PURPOSE * EASY TO APPLY 





FOR HOME CRAFTSMEN, 
VOCATIONAL SCHOOLS 
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FOR FURNITURE STORE 
REPAIR SHOPS 





FOR HOTELS, AUTO 
f, COURTS, HOSPITALS, Etc. 
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Amerock Furniture Trim Display No. 972 Beautiful Mahogany Finish—11” Wide, 14” High. 


Only $9.72 will put you in the Furniture Trim busi- Small starting stock permits you to determine 


s with this disp! d “Sampler” opening stock. 0st popular items for your trade. Traditional 
waist a a designs in beautiful Antique English finish and 
: ; , Modern designs in Satin Dull Brass finish. Your 
Retail Value of items mounted on display . $ 2.70 Amerock jobber can supply open stock quickly. 
Retail Value of Sampler Stock (5 pieces of each item) 13.50 Order “Amerock Furniture Trim Display Deal 
Jaslameaiie No. 972” from your favorite Amerock jobber, 
Total Retail Value .............+.++ $16.20 | orsend coupon for more complete information. 
"AMERICAN CABINET HARDWARE CORP., ROCKFORD, ILL., Dept. JN 


Please send me full-color illustrated literature aud details on the new 
Amerock Furniture Trim Hardware. 


Address. ___ 


My favorite Jobber is 
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Builder of 150 Homes Reports: 


25% 
Labor Savings 
with 
Plyscord Sheathing” 


' 
: 
& 
4 
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| “Plywood Sheathing and Subflooring is Stronger,” says Fred P. tosch, 
Buffalo, New York 


Rese is, 


Above: Workmen placing PlyScord 
SMEN, WW, 


; sheathing into place on one of the Tosch 
JOOLS : houses built in Buffalo. Below: A group 
q of the completed homes—stronger, 
4 more rigid, more durable because of 
3 PlyScord sheathing and subflooring. be A 
Sa A Jy ve Dries." 
& 













ORE 
“WE HAVE USED Douglas fir plywood PlyScord for 
wall and roof sheathing and for subflooring in about 
INTERIOR = TYPE 
GENUINE 150 houses built during the past two years,” says Fred 
Douglas Fir Plywood ‘ . 
P. Tosch, housing developer of Buffalo, New York. 
nl : 
PLYS CORD “Cost records show that we have effected a 25% saving 
GRADE C-D np “ ‘ 
TO ® SHEATHING in labor. Construction has been speeded too, making 
§, Ete. ° sibl limin: h -obl pce 
D.F.P.A. it possible to eliminate many of the problems arising 
INSPECTED teeth 
. from a partially completed building being open to the 
‘i 
F weather. 
PLYSCORD—the sheathing grade of Douglas 3 i P — 
ie : Or urea <tc ently Uatind ia tile “eiede- Plywood is stronger, it eliminates the need for corner 
4 trademark’’ stamped on the back of every b ae f r h — . — O a lik ] 
racing, further cutting costs. Our crews like plyw 
ul a panel. For a handy pocket folder, ‘’PlyScord >= ther cutt © : - ” ply ood 
d for Better Construction,” write the Douglas Fir because it is real wood, easily worked. 
ir g Plywood Association office nearest you: Tacoma ; ; 
Bldg., Tacoma 2, Wash.; 848 Daily News Bldg., ‘I am firmly convinced that the use of Douglas fir ply- 
ye a Chicago 6; 1232 Shoreham Bldg., Washington ; a Sie ’ 4 7 . 
‘ F 5, D.C.1 The 500 Fifth Avenue Bid. New York wood results in a superior structure. When I built my 
, City 18. own home, I used plywood for sheathing, roof decking 
’ ; 
.. and subfloors. It is one of the outstanding new homes 


BUILDERS: in Buffalo.” 


Cut costs and speed construction with 
PlyScord sheathing and subflooring. 


ARCHITECTS: LARGE, 


Specify PlyScord for stronger, more rigid LIGHT 


construction. Douglas Fir STRONG 


DEALERS: 3 z 
Be sure you have adequate stocks of D Panels 


PlyScord—the sheathing grade of 
Douglas fir plywood. 
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REDWOOD MOVIE 


New film tells production 
story in color for dealers 


“SEMPERVIRENS,” the story 
of the “ever-living tree,” is the 
title of the new documnetary 16 
millimeter motion picture being re- 
leased this month by the California 
Redwood Association. 

In 30 minutes, running time of 
the film, “Sempervirens” not only 
shows how modern forestry works 
with nature toward perpetuating 
redwood supplies but also explains 
milling and grading procedures in 
terms of intended uses of the ma- 
terial. 

A production in kodachrome com- 
plete with sound, the movie shows 
how the redwood has become one 
of the most widely used of the 
world’s woods even though it grows 
in the most restricted area of any 
lumber-producing species. 

Because of its unique combina- 











tion of properties, redwood has 
been found better, for more jobs, 
than any other wood in the world. 
However, because of all the lumber 
produced only one board in 50 can 
be redwood, it should be used with 
care to do the jobs it alone can do 
best. 

“Sempervirens” tells the story of 
finding the best market for the va- 
rious grades of redwood and illus- 
trates the uses of redwood in indus- 
try, in agriculture, and in the home. 

The use of redwood for tanks, for 
cooling towers, for decks of air- 
craft carriers, for barns and silos, 
for the exterior and the interior of 
homes, and for countless other di- 
versified purposes is illustrated in 
detail. 

An important part of the movie 
was filmed along the narrow strip 
of land on the 500 miles of North- 
ern California coast where Sequoia 
sempervirens grows. The story of 
second growth and the practice of 











CREDIT PLEASE ... The first three 


by the Housing Institute, International 


items on this page in the January 


7 issue of AL&BPM were inadvertently taken from copyright material 
appearing in the December, 1948 issue of the Housing Letter, published 


Statistical Bureau, New York City. 




















selective logging, whereby a se- 


lected number of trees are left 
standing as seed trees in each area 
to rebuild the forest, is explained 
and illustrated. 


“Sempervirens” also tells of the | 


segregation of park and commer- 
cial areas and of the importance of 


RNR OER 


conserving the redwoods as a raw | 


material. 


The film was produced by Gene 


K. Walker, Productions of San 
Francisco and was supervised by 
Philip T. Farnsworth of the Cali- 
fornia Redwood Association. 

Bookings for lumber groups will 
be given special priority. 
California Redwood Association, 
405 Montgomery Street, San Fran- 
cisco 4. 


SUPPLY PICTURE 


Write | 


Production of building materials 


has now reached an all-time high 


SHORTAGES of building ma- 
terials and equipment have disap- 
peared in the face of a two-year 
period of record-breaking produc- 
tion, James M. Ashley, president of 
the Producers’ Council, national or- 
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SURVEY OF RETAIL LUMBER STOCKS AND SALES—APRIL, 1949 


East West East West 
New Middle North North South South South Moun- 
England Atlantic Central Central Atlantic Central Central tain Pacific Total 
Number of Yards Reporting. . 72 86 180 898 58 25 48 170 203 =—-1,740 | 
SALES (REPORTING YARDS ONLY) 
% Change— : 
From March, 1949.......+28.9 + 08 +23.7 +268 + 0.1 —2.1 —3.1 +102 + £44 +116 f 
April, 1948 ............—II.1 —20.8 —17.5 —20.5 —20.7 + 0.3 —260 —26.9 —10.0 —16.6 
STOCKS (END OF MONTH) 
°%/, Change in Computed 
Total Stocks— 
From March 31, 1949....— 1.7 —25 —28 + 2.4 00 +24 +53 —16 + 15 + 0.2 
From April 30, 1948... .. —24 —78 —36 —3.) + 5.1 —87 +244 +23 —90 — 129 
From Dec. 31, 1940...... +10.2 —34.5 —29.2 +189 —44.9 —61.7 — 50 —I9.2 —27.7 —20.0 
COMPUTED TOTAL STOCKS 
(End of Month) Million Board Feet 
December, 1940 ... 264 ++1,120 1,461 993 408 219 564 224 842 6,095 
December, 1946 ... 214 478 755 413 157 72 324 84 488 2,985 
December, 1947 272 646 976 865 193 75 463 156 608 4,254 
April, 1948 ........ 298 796 1,072 1,219 214 92 431 177 669 4,968 
December, 1948 257 725 ~=1,025 996 209 78 511 184 654 4,639 
March, 1949 ... 296 753 1,064 1,153 225 82 509 184 600 4,866 
Se 291 734 1,034 1,181 225 84 536 181 609 4,875 
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So Many Buyers 





































are Reasons 


WHY 


Prefer 


KINZUA PINE . 


Uniformity of quality, softness of texture, accu- 
racy of manufacture, excellence of kiln drying, 
care in handling and loading — continuity of 


supply. 

These are some of the many reasons why buyers 
who know prefer Kinzua Pine — the Ponderosa 
Pine that has been sold "Quality Guaranteed" 
for over 22 years. 


Today Kinzua Pine is better than ever before. 
Kinzua's policy is to keep out in front with the 
finest lumber that can be produced. 


Kinzua is looking ahead to your future needs, too, 
with vast tree-farm acreage growing new timber 
to maintain Kinzua "Quality Guaranteed" in the 
years ahead. 


Don't be satisfied with less than Kinzua Pine — 
100°, kiln dried, loaded under cover. 


Get into today's selling stride with Kinzua 
Quality Guaranteed Lumber— 


Famous “Architect Designed" Ponderosa 
Pine window and door frames, mouldings, 
finish, bevel and drop siding, ceiling, cas- 
ing, base, paneling, D & M, shiplap, etc. 


KINZUA PINE MILLS CO. 
KINZUA, OREGON 


- " MEMBER NATIONAL DOOR MFRS. ASSN. 









MEMBER WESTERN PINE ASSOCIATION 


PUILDING Propucts MERCHANDISER 








ganization of building products 
manufacturers, stated recently. 

“The distribution of materials 
has returned to its pre-war pattern, 
and deliveries of virtually all prod- 
ucts used in construction can be 
obtained on reasonably short no- 
tice,” Mr. Ashley said. 

“Retaid dealers” inventories are 
somewhat below the levels main- 
tained before the war, on the aver- 
age, but delays in construction due 
to late arrival of materials are a 
thing of the past. 

“It no longer is necessary for 
builders or contractors to use sub- 
stitute materials and there is a 
wider selection of products avail- 
able for any type of building than 
at any time in the past. 

‘“‘Manufacturers for the most part 
no longer find it necessary to sched- 
ule overtime production, thanks to 
increased efficiency and the ex- 
panded plant capacity added to meet 
unprecedented postwar demands. 

“Although thousands of new and 
inexperienced workers were added 
to the building industry’s labor 
force after the war, the quality of 
workmanship has returned to nor- 
mal, and the average structure be- 
ing put up today offers more in the 
way of conveniences and comforts 
than ever was true in the past. 

“Production of building materi- 
als and equipment reached its all- 
time peak in October, 1948, when it 
was 61 percent above the 1939 aver- 
age and 20 percent greater than 
the previous peak attained in 
1925.” 


PRE-FAB STORY 


Four percent of 1948 non-farm 
houses are factory fabricated 


ONE of every 25 new permanent 
single-family dwellings started last 
year in non-farm areas in the 
United States was a prefabricated 
house, according to Prefabricated 
Home Manufacturers’ Institute. 

The Institute reported that the 
nation’s prefabricators shipped 30,- 
000 permanent-type homes during 
1948. These houses represented 
approximately 4 percent of the 
773,000 nonfarm single-family 
dwellings which the Bureau of La- 
bor Statistics estimated were put 
under construction last year. 

The 1948 shipments, made by 
about 75 producers, put the number 
of factory-manufactured homes 
erected in this country since World 
War II over the 100,000 mark. This 
total is a tenfold increase over 
the estimated 10,000 prefabricated 
houses built during the five-year 
period immediately before the war. 
“These figures show the steady 


progress made in home prefabrica- 
tion since the inception of this new 
industry a few years before the 
war,” Harry H. Steidle of Washing- 
ton, D. C., institute manager, com- 
mented. “Each year finds an in- 
creasing number of builders erect- 
ing homes from factory-made sec- 
tions. This trend is being acceler- 
ated as builders seek improved 
construction methods in order to 
lower housing costs.” 


MORTGAGES DROP 


Real estate financing is off 
compared to same months in '48 


NON-FARM real estate mort- 
gages recorded in the nation during 
the first quarter of 1949 reached a 
total of about $2,427,000,000, the 
Home Loan Bank Board reported 
today. The compilations are lim- 
ited to mortgages of $20,000 or 
less, which are generally loans on 
the security of homes. 

This represents a drop of 10% 
from the real estate financing totals 








(‘Lost all my money through hole in pocket. 
Needle and thread on table. Thanks, dear’) 





for the first three months of last 
year. 

Of the various types of lending 
institutions, only mutual savings 
banks reported a larger volume of 
loans than during the same period 
for 1948. Their figure was up 
11%. The greatest declines were 
for savings and loan associations, 
down 13% and commercial banks, 
down 20%. 

For the month of March alone, 
the total financing was 8% less 
than in March, 1948. March was 
the seventh consecutive month in 
which the volume of lending activ- 
ity has fallen short of the total for 
comparable months a year earlier. 


FORESTRY BILL 
Industry spokesmen vigorously 
oppose pending legislation 
SEVEN spokesmen for private 


industry, including four represent- 
ing the lumber industry and lumber 
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associations, appeared before the 
Ellender Subcommittee May 25th 
to oppose the provisions of two for- 
estry bills under consideration. 

Singling out the specific provi- 
sions of the Granger (H.R. 2296) 
and Aiken (S. 1458) Bills for sharp 
criticism were R. A. Colgan, Jr., 
Executive Vice President, National 
Lumber Manufacturers Associa- 
tion; Richard Wortham, Jr., Presi- 
dent of the Texas Forestry Asso- 
ciation; George Flanagan, repre- 
senting West Coast Lumbermen’s 
Association; and Truman Collins in 
behalf of Western Pine Association. 
Other witnesses included Edward 
Stuart, Consulting Forester, and 
Chairman of the Executive Com- 
mittee of the recently-formed Asso- 
ciation; Robert Moore, a consulting 
forester of Danville, Pennsylvania; 
and Richard P. White, Executive 
Secretary, American Association of 
Nurserymen. 


Wortham, Flanagan, Collins, and 
Colgan each attacked the provisions 
of the Granger and Aiken Bills 
calling for increases in appropria- 
tions for fire protection, reforesta- 
tion, cooperation with land grant 
colleges, and new “technical guid- 
ance and assistance” to forest land 
owners. 


In opposing the 12 million dollar 
jump proposed for cooperative fire 
control work, Wortham cited the 
344 percent increase in Southern 
state forestry appropriations in the 
period 1938 to 1948. Wortham 
showed that combined state, county, 
and private industry fire control ex- 
penditures in the Southern states 
for fiscal 1948 were more than 
$4,350,000 compared to the Federal 
government’s expenditure of only 
$2,500,000. 

Flanagan stated flatly that the 
increase for fire control “is unwar- 
ranted at this time.” 

Flanagan stated, “All forest 
lands in Western Washington and 
Oregon are under organized forest 
fire protection, with some of them, 
particularly the more than three 
million acres of privately owned 
tree farms, receiving the best for- 
est fire protection afforded over 
such a wide area in the United 
States.” 

Colgan stated, “While the objec- 
tive of better fire protection is 
highly desirable, it does not follow 
that the Federal government should 
provide funds for all of a major 
part of it.” Colgan called for “a 
further look at the _ problems” 
which he said would produce a 
“more fair division of costs.” 

Speaking to the same section, 
Collins said the Western Pine in- 
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WASHINGTON 






CALENDAR 





BUSINESS PATTERN: The downward drift con- 
tinues, in an uneven way, as ‘49 approaches the 
halfway mark. The Department of Commerce says 
private residential construction in May was 15 per- 
cent below the figure for the corresponding month 
of ‘48. However, total construction for May—light 
and heavy, public and private—amounted to $1,568 
million; as compared with $1,572 million for May of 
last year. 


VARIED FIGURES: Industrial construction and 
what may be called ‘small heavies’’—shops, 
garages, stores and the like—during May were 
down from 15 to 26 percent as compared with figures 
of a year ago. The big gain was in public construc- 
tion; especially in hospital and institutional build- 
ing. While exact figures are not available now, 
general reports indicate a current seasonal-plus 
gain in residence building. 


LUMBER SUPPLIES: The Lumber Survey Commit- 
tee, of which Richard A. Colgan, Jr., of the NLMA, 
is chairman, has reported to the Secretary of Com- 
merce that the supply of lumber has overtaken de- 
mand. Prices of construction lumber have dropped 
one percent a month for the past seven months. 
Most retail yards, says the committee, have been 
buying lumber only to fill current orders. No inven- 
tory buying. 

LUMBER EXPORTS are declining; in fact during 
the first quarter of ‘49 they were less than half the 
lumber imports. These declining sales are due to 
foreign dollar shortages and the desire of foreign 
buyers to use what dollars they have for industrial 
machinery and raw materials of manufacture. Total 
lumber production for the first quarter of ‘49 is 
placed at 6,937 million feet; 17.5 percent below that 
of the first quarter of ‘48. 

CONSTRUCTION LUMBER PRICES went up a 
little, though in an uneven way, early in the spring. 
If the expected late-starting upswing in house build- 
ng comes about, prices may hold at least fairly 
well; but that’s anybody's guess. Prices of finish 
‘rades and millwork are more likely to shade off. 
Supply, in these items, seems to be overtaking de- 
mand. Large public projects are expected to keep 
cement prices at present levels or higher. 
ECONOMIC PICTURE: Charles E. Wilson, of Gen- 
al Electric, told the Edison Electric Institute con- 
vention that the decline in industrial production 
night continue into the second quarter of next year; 

it that this decline probably wouldn't exceed 15 
ercent, as against a ten percent decline up to now. 
ometime in “51, he thought, the figures would 
iain reach the high levels of ‘48. Perhaps a sharp 
adjustment; but at least fairly brief. 
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PRICE READJUSTMENT, as several leaders have 
pointed out, may be further advanced than this pre- 
diction would indicate; since the adjustments have 
been in progress longer than most of us realize. 
Officiel figures indicate that the cost of living turned 
downward nine months ago. Carloadings began 
slacking off a year and a half ago; and so did farm 
prices. Time is of the essence in these adjustments; 
so we may be nearing the upturn, even now. 


THE SAVINGS of John Citizen are large and, 
according to bank reports, are growing larger. 
Housing and business needs have not been met. 
The difficulty at present is a persisting price scare; 
something, of course, with real substance behind it. 
Nobody wants to get slung by an overpriced inven- 
tory; and nobody wants to take the loss involved 
in moving the overpriced stuff he already has in 
stock. 


LOW INVENTORIES are smart, so industry lead- 
ers say, if stocks are kept in balance with daily 
operating needs and the delivery time of wholesale 
replacements. Some department stores, with their 
eyes glued to replacement prices, came into the 
spring season without enough stock to supply the 
customers. Experts in that field are saying that 
rusty retail selling technique is one serious handi- 
cap in national business recovery. 


STOCK MARKET SHIVERS, we're told, had their 
real origin in fears and uncertainties about what 
Congress would do about labor and tax legislation. 
Congress went slow, wisely enough, in approaching 
new and unmeasured ideas. But reluctance turned 
into drift. Murray, of the CIO, is generally given 
credit for forcing Congress to tackle labor legisla- 
tion again; but most observers agree that business 
pressure did that job. 

LABOR LEGISLATION, however, is in for a rough 
ride. Unless some miracle happens, the debate will 
be long and bitter and marked by rejections of con- 
ference reports, before the two Houses can agree. 
The President, it’s predicted, is likely to veto the bill; 
though that depends of course upon the resulting 
bill and the Presidential attitude at the time. .This 
battle is likely to checkmate a lot of other legisla- 
tion. 

WELFARE STATE LEGISLATION doesn't have 
much chance at this session. Valley Authorities will 
not be created; not this time. The USDA farm plan 
isn't getting much backing. Health insurance has 
been sent to the warehouse, for now. New controls 
over business are out. Rumor around the city is that 
Federal economists are telling the President there 
must be some deficit financing, because of fixed 
costs and declining revenue. 
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Roofing Advertising! 


It’s the pacemaker for the roofing business! A grand 

total of 19,800,000 forceful, hard-hitting sales 

messages in America’s top magazines, reaching 

most responsive roofing audience in America! 
Smashing full-color advertising in The Saturday 

Evening Post! More color advertisements in the highly 

influential home-service magazines, Better Homes 

& Gardens and the American Home. Plus 

powerful half-pages in Country Gentleman, telling 

the advantages of Barrett* roofings to millions of the 

most progressive and prosperous farm families. 
Advertising like this is the most exciting sales 

cooperation offered by any roofing manufacturer. 

And remember: It’s backed by Barrett’s unmatched 

reputation for top-quality, sales-tested products. 

Put it all together and it adds up to your 

best profit opportunity for 1949. 


In COUNTRY GENTLEMAN 





These roofs can stand weather 
worse than nature ever made!... 
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THE BARRETT DIVISION 


ALLIED CHEMICAL & DYE CORPORATION Sere : In AMERICAN HOME 
% 40 Rector Street, New York 6, N. Y. — J] and BETTER HOMES 
eg & GARDENS 











205 W.Wacker Drive 36th St. & Gray’s Ferry Avenue 1327 Erie St. 
*Reg. U.S Pat. Off. Chicago 6, Ill. Philadelphia 46, Pa. Birmingham 8, Alo. 
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The Editors of AMERICAN LUMBERMAN feel it is is neither bought nor bargained for. It is a responsi- 
particularly timely and appropriate to reprint on bility as well as an achievement. As another in the 
this page the famous Cadillac Motor Company ad- long line of services that has won for AMERICAN 
vertisement of 1915; for leadership is a priceless LuMBERMAN the position of leadership in this indus- 
honor awarded to those, and those only, who by try, be sure to read the results of the Survey of 
outstanding and unselfish service earn it. Leadership Dealer Selling Practices on Page 4. 
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In every field of human endeavor, he that is first must perpetually live in the white 
light of publicity. Whether the leadership be vested in a man or in a manufactured 
product, emulation and envy are ever at work. In art, in literature, in music, in industry, 
the reward and the punishment are always the same. The reward is widespread recogni- 
tion; the punishment, fierce denial and detraction. When a man’s work becomes a 
standard for the whole world, it also becomes a target for the shafts of the envious few. 
If his work be merely mediocre, he will be left severely alone — if he achieve a master- 
piece, it will set a million tongues a-wagging. Jealousy does not protrude its forked tongue 
at the artist who produces a commonplace painting. Whatsoever you write, or paint, or 
play, or sing, or build, no one will strive to surpass or to slander you, unless your work 
be stamped with the seal of genius. Long, long after a great work or a good work has 
been done, those who are disappointed or envious continue to cry out that it cannot be 
done. Spiteful little voices in the domain of art were raised against our own Whistler as 
‘ a mountebank, long after the big world had acclaimed him its greatest artistic genius. 
Multidudes flocked to Bayreuth to worship at the musical shrine of Wagner, while the 
little group of those whom he had dethroned and displaced argued angrily that he was 
no musician at all. The little world continued to protest that Fulton could never build 
: a steamboat, while the big world flocked to the river banks to see his boat steam by. 
The leader is assailed because he is a leader, and the effort to equal him is merely added 
proof of that leadership. Failing to equal or to excel, the follower seeks to depreciate 
and to destroy—but only confirms once more the superiority of that which he strives to 
supplant. 
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There is nothing new in this. It is as old as the world and as old as the human pas- 
sions—envy, fear, greed, ambition, and the desire to surpass. And it all avails nothing. 
5 If the leader truly leads, he remains —the leader. Master-poet, master-painter, master- 
i workman, each in his turn is assailed, and each holds his laurels through the ages. That 
which is good or great makes itself known, no matter how loud the clamor of denial. 

That which deserves to live — lives. 
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Dealing with a Good Jobber 
is GOOD BUSINESS! 


Make full use of the facilities your 
Upson jobber offers you. 

Efficient distribution of building ma- 
terial products is vital to the success of 
any lumber dealer. The alert, aggressive 
jobber who performs his functions well 
is an important link in the chain of dis- 
tribution. 

A good jobber supplies the warehous- 
ing, prompt delivery and financing serv- 
ice which permits the dealer to carry 
adequate well-balanced stocks. 

From your Upson jobber you can get 
prompt spot delivery of unusually large 
orders, impossible to fill from your own 
inventory. 

From your Upson jobber you can get 
skilled merchandising help. You can get 
displays, literature, samples and instruc- 
tion sheets. You can get factory sales 
help and factory technical help in mak- 


ing applications, for your Upson Terri- 
tory Representative is always in close 
touch with your jobber. In effect your 
Upson jobber is your nearby representa- 
tive of the Upson Company. 

Jobbers who sell Upson panels have 
been selected for their ability to render 
a real service to lumber dealers. Like a 
bonded warehouse, they have earned 
their reputation; earned the confidence of 
dealers by constantly adhering to the 
principles of fair dealing. They have 
built their reputations on quality prod- 
ucts and good service. 

We commend Upson jobbers to you. 
They stand ready to help you in many 
ways and to supply you with Upson 
panels promptly and courteously. 
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THE UPSON COMPANY 
556 Upson Point 


Lockport, New York 
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NEW GLASS department opened by Dixie Lumber and Supply 
Co. is given a big play in the builders’ section of the San Diego 
Sunday Union. 


IXIE LUMBER CO. in San Diego, Calif., has 

just installed a full-fledged glass department 
which occupies 300 square feet just inside the store 
entrance at the right. 


President Arthur A. Jensen is stocking a wide 
variety of glass products, among them window glass, 
wall mirrors, glass table tops, shower doors, mirror 
doors, bath tub enclosures and glass block. 


Customers not only view a wide variety of glass 
products attractively displayed, but they can make 
arrangements for installation through one of Dixie’s 
contractor customers. Every item from mirror to 
tub enclosure is price tagged. 

Custom jobs are solicited and a: grinding and pol- 
ishing machine are available at the store to meet spe- 
cial orders for glass table tops and other furniture. 
Glass block is given prominent display in one of 
Dixie’s windows. ~ 


Attractive mirrors are installed across one entire 
store wall. Over these mirrors are several large glass- 
framed signs which carry selling messages like these: 

Check your appearance from head to toe with full- 
length, full-view door mirrors. Easily installed. New 
low prices. 

Glass furniture tops made to your order in any shape 
or size. Protect and keep your furniture beneath beau- 
tiful and free from burns, scratches, stains, etc. 

Light up your room with sparkling wall mirrors and 
mantel mirrors. Make rooms look more spacious. Add 
life and reflect hospitality. 

Jensen expects the new department will not only 
be a good profit maker, but act as a customer magnet 
to a section of the store that heretofore has been a 
cold sales area. 


SELLING a tub enclosure at the Dixie Lumber Co. is easy 
with tub, wall tile and glass tub enclosure set up for demon- 
stration purposes. 
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HE RETURN to a competitive market in the con- 

struction and materials industry is now a reality. 
Gone is the seller’s market, and in its place has come 
the buyer who must be sold. And for every dollar 
that the buyer has to spend, many industries are 
again employing the almost forgotten art of mer- 
chandising to lure that dollar into their own sales 
registers. 

In view of these trends, AMERICAN LUMBERMAN 
considered it both timely and constructive to make a 
comprehensive study of the building products dealer 
as he is operating and thinking today. This we have 
done. For five moitths many hundreds of dealers have 
been contributing their own experiences to help us 
compile the most conclusive and far-reaching analysis 
ever made in this industry. 

It has been several years since a survey has been 
conducted. In the interim, times and conditions have 
changed. New trends have become evident; trends 
that are now exerting a significant influence on the 
retail lumber and building material dealer’s operat- 
ing methods and practices. 

The results of this survey are presented to help 
every dealer analyze his own operations with those 
of other dealers throughout the country; to help him 
get an over-all picture of conditions; and particularly 
to point out the marked similarity of methods and 
practices in every section. 

Our sincere appreciation is extended to the 15 state 
and regional dealer associations who cooperated so 
splendidly with us in conducting the survey in their 
respective areas, and whom we wish to give due rec- 
ognition for the important part they played in making 
the survey a reality. These are the Carolina Lumber and 
Building Supply Assn., Florida Lumber and Millwork 
Assn., Illinois Lumber and Material Dealers’ Assn., 
Independent Retail Lumber Dealers’ Assn., Kentucky 
Retail Lumber Dealers’ Assn., Louisiana Retail Lum- 
ber and Building Material Dealers’ Assn., Middle At- 
lantic Lumbermen’s Assn., Montana Retail Lumber- 
men’s Assn., Mountain States Lumber Dealers’ Assn., 
Northeastern Retail Lumbermen’s Assn., Ohio Asso- 
ciation of Retail Lumber Dealers, North Dakota Re- 
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Final Results--- 


Selling Practices| 


tail Lumbermen’s Assn., Southern California Retail 
Lumbermen’s Assn., Tennessee Lumber, Millwork & 
Supply Dealers’ Assn., and the Western Retail Lum- 
bermen’s Assn. 

By prearrangement with these organizations, a 


representative of AMERICAN LUMBERMAN was sched- 
uled to attend the annual convention of each, and to ff 


personally supervise the conducting of the survey. 


The survey forms were printed in duplicate, and were F 


numbered. No provision was made for the dealer to 
identify himself or his company. This was purposely 
done so that the dealer would feel free to give a true 
and accurate answer to the questions. 

At the opening of the first convention session, the 
survey was read to the attending dealers, who filled 
out one of the duplicate forms and turned it in for 
tabulation. Then, at the final session, the results for 
the area were read, and each dealer was urged to 
copy down the results on the form he had retained. 

A drawing was then held, and prizes of. govern- 
ment bonds were awarded by the association to three 
lucky dealers holding the numbers drawn. First prize 
in each case was a $100 bond, second prize a $50 bond, 
and third, a $25 bond. 

The questions and tabulation of answers are as 
follows: 


1. Which best describes your retail trading area? 


This question was presented to determine the size 
of the trading area served by the present-day dealer. 
The percentage distribution for the entire country 
is shown in the accompanying chart, together with 
the percentages for each of the regions surveyed. 
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iS f Dealer 
“==! OUrvey O MERCHANTS OR DEALERS? 
> AL&BPM Brings You the Most Comprehensive A convention speaker this year tossed out the 
. H idea that lumber dealers should no longer be 
es Study Ever Made of Retail Dealer Operation calle i ak woe se a - dling 
t roducts. 

Skeptics can no longer scoff at this concept 
Retail [ . because the AMERICAN LUMBERMAN Survey of 
york & ; - 2 fo oa eo « Dealers’ Selling Practices* has revealed the lum- 
| Lum- § os ss 88 £5 S 2:2 ber dealer as the true Merchant of the Building 
™ SS ee “8 222 23 as sieeaind ee 

S, ag | ore than ercent of the yards covere 
sched- Ff ~~ A oN ey oe the membership of regional ht ti affiliated 
and to J = MIDDLE ATLANTIC ....... = = a R . with the National Retail Lumber Dealers Asso- 
survey, & Seas vieeanelied 31 27 32 9 | ciation were included in this survey. 

d were #] = =NORTH CAROLINA ...... 78 14 7 ia It is true that association members constitute 
aler to FM LOUISIANA .............. 17 22 Se 4 2 the upper bracket dealers of the country, mer- 
rposely fj TENNESSEE .............. 18 33 % ° “§ chandising-wise, but inasmuch as they also pro- 
ap | OMENTUCKY ............... 34«o27t BI 7 , 
a true Fy SOUTHWESTERN |... 58 24 17 1 duce the great bulk of the retail sales volume of 
" SOUTHERN CALIFORNIA... 6 25 36 21 12 the country, the results may be said to indicate 
mn, the . a true picture of the industry’s performance. 
> filled . aw many stores or yards are you reporting The survey reveals that the consumer can find, 
in for or? in one out of three lumber yards, a lumber 
Its for Of the dealers in all regions who answered the dealer who will accept responsibility for the 
ged to FM) survey, 87% were reporting for one yard, 10% from quality of construction as well as materials; that 
ained. FF 9 to 5 yards, and 3% for over 5 yards. These results he can find a dealer who will take the contract 
overn- F) were practically identical in each area. for a new home or barn erected in one out of 
» three FF three yards; and that he can have a new roof or 
t prize | 3. Which comes closest to your annual sales sidewall job applied or insulation installed by 
) bond, f) volume? one dealer out of every two. 
; In order to give all dealers a perspective view of When the consumer seeks plumbing, heating 
ure as |) the proportion to which this business of material and electric wiring he may have to visit an aver- 
»" retailing has grown, we included this question. The age of five yards before he finds a responsible 
national and regional results are shown below. merchant of these items, but if he needs acous- 
area? [ tical materials, glass blocks, asphalt tile flooring, 
mages z or similar items, he should find them in one out 

: BF of the average two establishments. 
dealer. 3 Two out of every three dealers now offer 
ountry é 7 monthly payment plans to their customers and 
r with k 32% one of three advertise “if you need the services 
ed. 9 47% BELOw of construction mechanics see us.” 

E a ae While it would be still better if these mer- 
ie rae chandising ratios were higher, it must be re- 
[ $500,000 membered that no industry achieves perfection. 
E 12% There will always be specialists who perform 
zs 9% 4 500,000 a limited and specialized service for the con- 
iS to sumer. 
7 1 $', The picture of the average lumber and build- 
E ing products merchant is a creditable one—the 
4 transition from the lumber yard of yesterday to 
¥ the “building department store” of tomorrow 
q 2 in a has proceeded more rapidly than anyone im- 
o > =) ee 2s = agined. 
oS ss 3s “3 _.We can look forward to the day when prac- 
S we 2s s— oe tically every lumber and building product mer- 
3 — eS SS «6 chant will tell his community “Jf you need it 
; (Pct.)  (Pet.) Pet.) (Pet.) for family or farm shelter .we have it or will get 
Ro eee 50 15 2 it for you.” 
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4. How does your inventory compare with 
January 1948? 


The accompanying charts bear out the trend we 
have all noted during the past year; the steady in- 
crease in inventories. Much of this is due to the fact 
that material shortages are no longer present in the 
industry, and dealers may now carry a full and com- 
plete line of products. Larger inventories, however, 
necessitate a steady, high volume of sales in order to 
maintain a proper cash-inventory ratio. 
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5. What is the total number of employed persons 
on your payroll? 

How many people are employed in the present-day 
lumber and building materials yard? Throughout 
the United States 27% of the dealers say that their 
organizations consist of five or less employes, 28% 
hire from 6 to 10 persons, 21% from 11 to 20, and 
24% have more than 20 employes. The breakdown 
by regions follows: 


Sor LESS 6tol0 I1+to20 OVER20 
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NORTH DAKOTA ........... 75 15 5 5 
INDEPENDENT .............. 51 24 16 9 
MOUNTAIN STATES ......... 36 36 12 16 
MIDDLE ATLANTIC ......... 7 20 28 45 
SNES ae & 22 33 45 
NORTHEASTERN ........... ae 24 29 31 
NORTH CAROLINA ........ 53 23 17 7 
SOUTHERN CALIFORNIA .. 3 21 29 47 
EE rid i wien eelawd 9 32 35 24 
EE 20 18 52 
i aman Rhine ode 23 27 29 24 
SOUTHWESTERN ........... 46 36 8 10 


6. How many people on your payroll sell goods 
to customers? 

What about sales persons in the present dealer 
organization? Throughout the country 63% of the 
dealers state that they have from 1 to 5 employes on 
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their payroll who sell merchandise, 27% have from 
6 to 10, 7% from 11 to 20, and 3% over 20. In the 
respective areas surveyed, the results look like this: 
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7. Do you have any construction mechanics on 
your payroll? 

It is apparent from the results of this question 
that the majority of dealers prefer to work in coop- 
eration with applicating or building contractors rather 
than carry mechanics on their own payroll. Of all 
dealers answering this question, 72% stated that they 
do not carry mechanics on their payroll, 28% that 
they do. Those answering in the affirmative un- 
doubtedly are actively engaged in building or appli- 
cating work. 

The regional percentages are as follows: 
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8. Who estimates the completed job price? (for 
new homes, structural improvements, farm build- 
ings, etc.) 


Three options were listed for the dealer to consider: 
1) that estimates are made by the dealer’s salesmen; 
2) by an estimator in his office; or 3) by carpenter- 
contractors. The national and regional results are 
shown in the accompanying charts. 
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9. Do you have a woodworking shop? 


The majority of dealers questioned operate a wood- 
working shop in connection with their services; 61% 
indicating they do have a shop, as compared to 39% 
who said they do not. Throughout the country by 
regions the percentages followed a similar pattern: 
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MIDDLE ATLANTIC .......................... 80 20 
__.... . MOSS SS eee ee, 60 
ee EE ne él 39 
NORTH CAROLINA ......................... él 39 
SOUTHERN CALIFORNIA ................... 47 53 
ESI arene pee hee ren are 70 30 
i EES Se Om Sie ee ere Ree 86 14 
ol 2 See ene eel cme 73 ar 
SOUTEEWNESUEIIEG omc cece cwcdckgecsweccencee 47 53 


10. Do you estimate that your sales for 1949: 
will be better than 1948: will be the same as 
1948: will be less than 1948? 


While a note of caution very definitely is reflected 
in the answers to this question, there is certainly no 
marked pessimism. The concensus seems to be that 
the peak is past, but that good business still lies 
ahead in the forseeable future. The opinions are 
recorded in the following charts: 












e3% 
‘BETTER 
than 1948 






29% 
SAME as 
\948 
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BETTER SAME LESS 
THAN AS THAN 
1948 1948 1948 
(Pct.) (Pct.} (Pct.) 
lo SE ee er snry aren 15 30 55 
MEUEMEEIS, oooh sick sone whose 28 30 42 
oS eer era ee 22 38 40 
el el (OL 43 34 - 23 
INDEPENDENT ..........sccc00e. 34 33 33 
MOUNTAIN STATES ............ 18 30 52 
MIDDLE ATLANTIC ............. i 24 65 
Ll. {Senter 18 33 49 
NORTHEASTERN ................ 20 29 51 
NORTH CARGUINA ............ 34 32 34 
SOUTHERN CALIFORNIA ....... 12 12 76 
TSI, csc ec ccc eeacccace Ot 15 54 
I ies hoiccicunn dicen ania V1 23 66 
lowe eee 25 20 55 
SOUTHWESTERN |... ...5 ccc cece 23 33 44 


11. Where does the average family in your trad- 
ing area go first when in need of home repairs or 
new small homes? 


This is a particularly interesting question, and the 
answers from all regions seem to indicate very simi- 
lar results. It is significant to note that these answers 
are widely different from those published in a survey 
three years ago, that stated less than 5% of home 
prospects go to the dealer first. 


Since the dealer has a permanent place of business, 
trained personnel to recommend and estimate costs, 
and facilities to display and demonstrate products, 
he is certainly the logical contact for the prospect to 
make first when in need of home repairs or a new 
house. 


The national and regional percentages are as 
follows: 













H ARCHITECT - 2% 





EALE SSS 
bodaetnonemt QU —~ FINANCE AGENCY 
“12% 
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(Pct.)  (Pet.)  (Pet.)  (Pet.) 
ILLINOIS ............00. 76 22 ts 2 
WHT ................-... 77 17 2 4 
cannes 72 17 l 2 
NORTH DAKOTA ............. 86 12 2 mt 
INDEPENDENT ................ 87 10 7 3 
MOUNTAIN STATES ........... 71 25 4 
MIDDLE ATLANTIC ........... 40 60 . 

AGMA ................0.-. 85 15 

NORTHEASTERN .............. 52 47 
NORTH CAROLINA .......... 84 13 3 
SOUTHERN CALIFORNIA ..... 45 45 10 
LONI ........... 0000... 77 23 
TOMMESSEE ................... 77 20 a 
KENTUCKY ................... 84 15 
SOUTHWESTERN ............. 74 23 2 











spend for your advertising? 


As indicated in the chart, right, 39 percent of the 
dealers spend less than half of 1 percent per year 
on advertising; 31 percent from one-half to 1 percent; 
19 percent from 1 to one and one-half percent, and 
the remaining 11 percent over one and one-half 


percent. 


You will note the similar pattern in all areas as 
indicated by the chart below, by regions (expressed 


in percentages) : 


Zs 

a — 

mow 

Bo 

ata 

(Pct.) 

TRELIINOOTS ok cc ccc cess aa 
WESTERN ................ 36 
EE ee eee 37 
NORTH DAKOTA ......... 45 
INDEPENDENT (MINN.)... 44 
MOUNTAIN STATES ...... 38 
MIDDLE ATLANTIC ....... 4l 
IN te os als wesw bee 26 
NORTHEASTERN .......... 36 
NORTH CAROLINA ...... 49 
SOUTHERN CALIFORNIA... 48 
Js | ee 32 
TENNESSEE ............... 33 
KENTUCKY ............... 37 
SOUTHWESTERN ......... 32 


V2 TO 1% 


(Pct.) 


1 TO 1%y% 


(Pct.) 


18 
19 
21 
20 
17 
19 


Yo TO 2% 


(Pct.) 
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aed nN 
NOONAN AWWOGRNND 
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12. What percentage of your retail sales do you 


2% UP 
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13. What advertising media do you use? 


NEWSPAPERS 
DIRECT MAIL 
BILLBOARDS 

TRUCK SIGNS 


CLASSIFIED 
DIRECTORY 


CALENDARS 

RADIO 

YOUR OWN CATALOG 
PLAN BOOKS 


MODEL HOMES 


ILLINOIS 
WESTERN 
SE ee 
NORTH DAKOTA ...... 
INDEPENDENT (MINN.) 

MOUNTAIN STATES 
MIDDLE ATLANTIC 
EE en 
NORTHEASTERN ............... 
NORTH CAROLINA ............ 
SOUTHERN CALIFORNIA 

LOUISIANA 
TENNESSEE 
KENTUCKY 
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BILL- 
BOARDS 


21 
17 
16 
18 
21 
17 
25 
26 
16 
14 
22 
40 
37 
22 
27 
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14. How do you work out your advertising 


budget? 


In all of the United States, 14 percent of the dealers 
said that they work out their advertising budget on 
a percentage of their current year’s estimated sales; 
15 percent on a percentage of last year’s sales; and 
71 percent said their budget was based on the need 
for cultivating a particular market. The percentages 
by regions are as follows: 


7) 
Lw 
ony 
=<" 5 
Zw, 
wi —_ 
Ee 

wu 
On 
(Pct.)} 
ILLINOIS .................-. eee ee. 12 
WESTERN ........................ 17 
2 algae neRenaaren 13 
NORTH DAKOTA ............. 21 
INDEPENDENT (MINN.) ........... 24 
MOUNTAIN STATES .............. 20 
MIDDLE ATLANTIC ............... rT 
FLORIDA ......................... 16 
NORTHEASTERN................. 14 
NORTH CAROLINA ............... 23 
SOUTHERN CALIFORNIA ......... 3 
LOUISIANA ...................... 23 
TENNESSEE ....................... 7 
KENTUCKY ....................... 9 
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15. Do you use manufacturers’ advertising mats? 


The following chart indicates the national and 
regional answers to this question: 





















































REGU- OCCASION- 


LARLY ALLY RARELY NONE 

(Pct.) (Pct.) (Pct.) (Pct.) 
OQ) eee ee 27 5| 9 13 
WESTERN eatin see ... 24 48 14 14 
on Ee ee 29 51 12 8 
NORTH DAKOTA ....... 26 53 12 10 
INDEPENDENT (MINN.).. 20 50 21 9 
MOUNTAIN STATES .... 13 55 16 16 
MIDDLE ATLANTIC ..... 18 48 22 12 
oo, a ee 23 31 27 19 
NORTHEASTERN ........ 51 19 13 17 
NORTH CAROLINA ..... 21 53 17 9 
SOUTHERN CALIFORNIA 9 50 32 9 
To | re J 39 20 14 
VENMESSEE ©. wwe ccs eee. 21 4l 20 18 
Col” ee 23 52 14 11 
SOUTHWESTERN ....... 25 55 12 8 


16. Do you have outside advertising counsel? 


Of all the dealers answering this question, 76 per- 
cent said that they do not have outside advertising 
counsel, while 24 percent indicate that they do. These 
averages were practically identical in all areas. The 
percentages by regions are as follows: 


YES NO. 

; (Pct.) (Pct.) 

oo  RRERERS Sees ran ere Sch Ge aee 85 
oo, ES: ORR ier aerate rere. 63 
ier : ee. 76 
NORTH DAKOTA ........ AA siete COR 16 84 
INDEPENDENT (MINN.) ...... 2 oe ae 82 
MOUNTAIN STATES ........ eclccea ae 73 
EEE PUEINUG eo oieicc occ esiennde ee as 22 78 
re PCD Helene ee stous 52 48 
NORTHEASTERN ............ Doe cia Eee eee 69 
ely Be ok rere 18 82 
SOUTHERN CALIFORNIA ..... eee 73 
SMI oc oictisic. no Mavic Karol ae ea elee 24 76 
LA RERSISERRG Spleen eae Re ee 17 83 
DN go core, os sa ogras cesccda seacgen et ovecenyels 15 85 
SOUP MEMEEEY 6 so.ssus amie sis deca ginenwurases 24 76 


17. There are at least a dozen methods which 
dealers use in handling family customers who 
want new homes, home improvements, or farm 
buildings. These dozen ways are listed below, 
followed by three columns. Please check all of 
the different ways you handle new home cus- 
tomers in the first column, all of the different 
ways you handle the home improvement prospect 
in the second column, and all of the different ways 
you handle the farm prospect in the third. 


The replies to this question coincide very closely 
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in all regions. The national percentages are shown 
below: 


IN THE NEW 
HOME MARKET 
IN THE RE- 
AIR MARKET 


= IN THE FARM 
& MARKET 
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|. We take contracts in our own name, 
do the work ourselves and accept full 
responsibility for labor and materials. 


oo 
Ls) 
> 
> 


2. We award contracts to contractors 
who are under our control and for 
whom we accept responsibility... ... 19 21 16 


3. We have a subsidiary company for 
CONNECT WORK ..2...00 0560.5 Seaton Te e 3 


4. We have a three-party contract in 
which we participate with owner and 
contractor 


5. We get the contracts ready for sig- 
natures and then assign them in rota- 
tion to cooperating contractors, re- 
taining control of the money payment. 10 10 8 


6. We get the contracts ready for sig- 
natures and then let the customer 
choose his own contractor, thus avoid- 
ing responsibility for contract work- 
NN oes oeic erie rear cic eee 21 19 16 


7. We bring the job to the point of 
writing the contract and then bring 
the contractor and owner together 
to work out their contract by them- 
OME aN ciieor er Oe nears 33 22 23 


8. We secure plans and financing for 
owners, then let the contractors carry 
the sale from that point............ 32 27 19 


9. We secure plans for prospective 
home owners, but let the contractor 
and owner take care of the financing 
and other details................... 46 35 31 


10. We recommend a single cooperating 
contractor for the owner's needs, work 
with him in developing the deal and 
share the responsibility with him..... 27 26 18 


11. We have a list of reliable contractors 
and give several of their names to 
each prospect, letting the deal work 
itself out from that point.......... 52 49 38 


12. We encourage the consumer to find 
his own contractor, but try to divert 
the job to one of our cooperating 
contractors if the job seems to be 
going to a competitor's contractor.. 35 31 25 


18. Do you solicit and advertise? 


The items shown on the accompanying chart were 
listed as options for the dealer to indicate whether 
or not he made a practice of promoting this business 
on a packaged basis. 


. PORCH BNCLOSURES 
. STORE FRONTS 
. STORE REMODELING 


. TERMITE CONTROLS 


» GENERAL REPAIR: 
AND REMODELING 
. CARPENTRY WORK 


» MASONRY WORK 

. PAINTING 
PACKAGED HOMES 
10. FARM BUILDINGS 
11. INDUSTRIAL LUMBER 


one uk wn 


Dd 
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The regional breakdown as fol- 


lows: 


in percentages is 





23 4567 8 9 
In Percentages 


ILLINOIS 9 13 34 81 34 24 43 13 
WESTERN ..................24 24 18 7 85 42 25 67 16 
OHIO ... -........47 22 23 22 76 47 24 50 15 
NORTH DAKOTA ..........34 27 44 8 83 55 59 83 23 
INDEPENDENT (MINN.) . 28 30 5 94 58 42 64 12 
MOUNTAIN STATES 26 31 3 79 40 30 60 II 
MIDDLE ATLANTIC 1514 645241321 6 
FLORIDA ...... 2. ...25 20 25 7 30 25 75 10 
NORTHEASTERN . 11 16 4 70 30 23 38 16 
NORTH CAROLINA ........31 25 32 5 10 55 39 63 12 
SOUTHERN CALIFORNIA ...17 11 14 9 7451 1451 17 
LOUISIANA ...... 13 13 11 70 59 17 
TENNESSEE ........ 33 29 21 88 54 17 
KENTUCKY .................34 32 28 25 62 52 12 56 34 
SOUTHWESTERN 15 18 17 75 60 7 56 13 


***The numbers over the percentages coincide with the numbers listed on 
the chart above. 


10 Il 


54 18 
52 38 
51 42 
77 34 
83 30 
54 23 
20 30 
15 45 
35 29 
83 30 
11 34 
30 39 
50 54 


19. Do you sell any of the following applied or 
installed? (check all you do sell) 


This question was asked in order to determine the 
extent of application work that dealers are now 
engaged in, not only in the construction field, but in 
the repair and maintenance market as well. Listed 
below are the total national averages as well as those 
for each region. 

Percentage 


SHEET METAL WORK. . (Pied +hsemeeaey ng eeRS 6 
RS RRNE Re eer aeres 46 
Serre Fi Gedenede kn sane rehees 39 
INSULATION seni Saitedabia's 41 
STORM WINDOWS ... , rind Staley ema eee 35 
GARAGE DOORS ................. scalar aoa 42 
WALL TILE Scene tied 26 
VENETIAN BLINDS 16 
FLOORING . 34 
FARM BUILDINGS 24 
COMPLETE HOMES READY FOR OCCUPANCY 19 
COMPLETE HOMES BUILT AFTER SALE 13 
PAINTING AND DECORATING 14 
BATHROOM REMODELING ...................0... 23 
KITCHEN REMODELING 30 
ATTIC REMODELING smi een 21 
BASEMENT ROOMS pre lacayniss aie ates aig eirinta 20 
LIGHTNING RODS ................ ; 


20. Do you take building contracts for new 
homes, structural improvements, farm buildings? 
Do you build homes for sale? Do you build homes 
for rent? 


FOR NEW HOMES 


STRUCTURAL 
IMPROVEMENTS 


FARM BUILDINGS 


DO YOU BUILD 
HOMES FOR SALE? 


DO YOU BUILD 
HOMES FOR RENT? 


The percentages by regions are as follows: 


FARM 
BUILDINGS 
HOMES 

— RENT 
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ILLINOIS ............... 
WESTERN 

OHIO 

NORTH DAKOTA 
INDEPENDENT (MINN.). .53 
MOUNTAIN STATES 
MIDDLE ATLANTIC 
FLORIDA 

NORTHEASTERN 

NORTH CAROLINA .... 
SOUTHERN CALIFORNIA 9 
LOUISIANA 

TENNESSEE 

KENTUCKY 
SOUTHWESTERN 


er Ceiunemittinwe 2 TRUCTURAL 
SESE SCS SASSO SS & invents 
ras oi ea eee 


—-ounNnwnr 


21. Have you an arrangement with a finance 


company? 

Due to the tremendous increase in consumer-type 
merchandising, much of which is conducted on a term- 
payment basis; we were interested to determine how 
many dealers have made arrangements with a finance 
institution to handle their time payment paper. 

Throughout the nation, 57 percent of the dealers 








ILLINOIS 
WESTERN 
DAKOTA 


ROOFING 

SIDING 

INSULATION 

STORM WINDOWS .... 

GARAGE DOORS 

WALL TILE 

VENETIAN BLINDS 

i 

FARM BUILDINGS 

HOMES READY FOR OCCUPANCY...... 
HOMES BUILT AFTER SALE............. 
PAINTING & DECORATING............. 
BATHROOM REMODELING 

KITCHEN REMODELING 

ATTIC REMODELING 

BASEMENT ROOMS 

LIGHTNING RODS 

METAL WORK 
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(In Percentages) 


MOUNTAIN 
STATES 
ATLANTIC 
FLORIDA 
NORTH- 
EASTERN 
NORTH 
CAROLINA 
SOUTHERN 
CALIFORNIA 
LOUISIANA 
TENNESSEE 
KENTUCKY 
SOUTH- 
WESTERN 


32 
29 
25 
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new : a * 
'/ Jonns-Manville FLEXBOARD 
omes f- 
= ...@ large, lightweight, asbestos-cement building sheet 
— ff that is STRONG and TOUGH 
7 f 
| & | | 
~ | @ Flexboard is the only asbestos-cement board that is 
i pressed and then hydraulically re-pressed during manufac- 
“ ture. This gives extra strength and superior handling: 
| qualities. It can be worked and erected using ordinary 
g carpenter’s tools and methods. There are both plain and 
scored sheets. 
a Flexboard may be used outside or inside. It is flexible, 
oF curves to a considerable degree to fit rounded as well as 
v3 straight surfaces. Light gray in color, it has a smooth, 
~ hard surface which needs no preservative, yet may be 
3 painted if desired. 
7 
3 
6 
3 DATA 
4 
12 Plain Sheets 
"s ‘ 
3 x Size — 4’ x 8’ x Ys" or 3/\¢ 
12 i 
5 F Finish — Face is smooth and hard 
: 5 Color — Light Gray 
“| Packaging —2 sheets taped on long edges (crated at 
° H additional charge) 
type Weight —79 Ibs. (approx.) per package of 1’ sheets; 
atti 112 Ibs. (approx.) per package of °/|,’’ sheets 
how | 
lance fF 
Scored Sheets 
alers [Fy 
4 Size—4' x 4’ x Yi" 
i Finish — Face grooved in pattern of 4” squares 
| S “ [ L N G 0 0 | N T S Color — Light Gray (including score lines) 
ti Packaging —6 sheets crated 
® Fireproof —Weatherproof —Rodentproof Weight — 125 Ibs. (approx.) per package 
12 @ Flexible — Fits curved or straight surfaces e 
— 
Ss“ 
ow ® Easy to handle—Unusually strong 
ns WHERE TO USE 
- ® Can be nailed close to edge without splitting 
28 . For interior walls and ceilings. For exterior walls. For 
29 ® Smooth, hard surface needs no preservatives roofing small buildings. For floors in special cases (con- 
36 It J-M tative). Also, for fabricati fac- 
30 ® Takes paint, stain, or other decoration a a iia : a ee 
20 tured items. 
26 | ® Proved performance since 1933 For best results Flexboard should be applied over a 
21 P 
20 ; 2 solid backing. However, the 3/16” sheets may be nailed 
2 k ® The name Johns-Manville assures quality directly to studs or furring strips on 16” centers. 
| | © *Re. ‘at ff 
15 i Reg. U.S. Pat. Off. 
21 
to 
10 . 
2 
2 a, Address: Johns-Manville, Box 290, New York 16, N. Y. 
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indicated that they now have such an arrangement; 
43 percent that they do not. 
The percentages by regions are as follows: 


YES NO 
ILLINOIS Ge a Slred Bet siaerooha caperaead 44 56 
EEE >. Cairne gat 2 5: eres 084 054498 wea eae 77 23 
OHIO : 64 36 
NORTH DAKOTA . 70 30 
INDEPENDENT (MINN.) .. 50 50 
MOUNTAIN STATES ... sei a 47 
MIDDLE ATLANTIC ... 7 47 53 
FLORIDA ... aie pa 63 37 
NORTHEASTERN ..... a. Shine te oreae en 38 
NORTH CAROLINA ........ née .. 48 52 
SOUTHERN CALIFORNIA .... : 58 42 
LOUISIANA ee ; cen ae 39 
TENNESSEE want , eee 50 
KENTUCKY . ene ae 60 
SOUTHWESTERN . . 6 39 


22. How many persons will you add to your force 
this year? 


The answers to this question followed a very simi- 
lar pattern in each region, and for the entire country; 
58 percent of the dealers questioned replied that they 
were not considering adding any personnel this year; 
32 percent indicated that they did not know. 

For each region, the averages are as follows (in 
percentages) : 


DO NOT 
NONE I1TOS 6TOI0 KNOW 
ILLINOIS ...... coocce cess 68 24 2 6 
WESTERN .................. 5I 40 3 
OHIO ee coecae Oe 33 9 
NORTH DAKOTA . a 40 7 
INDEPENDENT (MINN.) 61 35 4 
MOUNTAIN STATES ae & 32 16 
MIDDLE ATLANTIC ......... 68 28 4 
FLORIDA ................... 61 31 i 3 
NORTHEASTERN ........... 65 27 . 3 
NORTH CAROLINA ........ 66 34 . 
SOUTHERN CALIFORNIA ..._ 58 35 8 
LOUISIANA ........ ~~ 38 6 
TENNESSEE ................ 50 46 3 
KENTUCKY ................. 66 32 2 
SOUTHWESTERN 2 


23. What do you estimate was the number of 
house jobs you supplied in 1948 in which you 
controlled the sale?—in which others controlled 
the sale? 


This question was asked in order to determine how 
much of a factor the retail lumber and building 
material dealer has been in the home construction 
field during the recent building boom. Only those 
answers were tabulated where the dealer specified 
on his form the exact number of units for each of 
the two parts of the question. 


A= %, of new home 
construction controll- 
ed by contractors; 
B= % controlled by 
dealers. 









The percentages for the entire nation are indicated 
below: 


Qa Q 
“2 “aw 
— oJ! G2 
Ga re} — 
a @ at 
ew ad 
tr? a 
O2 O23 
0 ee eee a ee er 60 40 
WESTERN me © ee ee et) 44 56 
I oe ee Pa RL ea at esol 55 
Wert DAROTA .. «2... cc cccccecs 57 43 
INDEPENDENT (MINN.) ..... DEAK ee es 62 38 
MOUNTAIN STATES .......... 46 54 
MIDDLE ATLANTIC .......... be 2I 79 
REGS RE ree ne aaa 21 79 
NORTHEASTERN ............. 37 63 
Petre CAROLINA, .. . oo inicccccace cic 39 
SOUTHERN CALIFORNIA .............. 21 73 
aR S URN Ses Ee em 44 56 
TEMESSEE ...............--. of ... 56 
|: i ao ee 62 38 
SOUTHWESTERN 64 36 


24. When your customers ask for branded mer- 
chandise that you do not carry, are you able to 
switch them to your suppliers’ brand? 


This is a particularly interesting question, and we 
are sure that the results will be carefully noted by 
all dealers studying this survey. The results clearly 
indicate that the dealer is a controlling factor in 
the sale of building products at the point of sale. 
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National and regional figures follow: 


ow 
wi wi 
7) ” IT <T 
~> jE Lie 
< S< B4. _ Seo 
s $= O<= Bxs 
< 2x 226 AoE 
(Pct.) (Pct.) (Pct.) (Pet.) 
SUNN 56mm ceca nde caw cdwsieve : 64 36 ae 
oo : 69 29 2 
ee P 67 29 4 
NORTH DAKOTA ............ - 62 35 3 
INDEPENDENT (MINN.) _.... 6? ~—-:30 2 
MOUNTAIN STATES ........... 4 65 29 2 
MIDDLE ATLANTIC .......... | 68 30 | 
oh eo branes weiee ail 4 66 26 4 
NORTHEASTERN .............. 2 71 25 2 
NORTH CAROLINA ........... | 65 31 3 
SOUTHERN CALIFORNIA ..... 53 44 3 
Te | a ee 62 33 5 
Se aren are ee a 66 32 2 
0) es 9) rer 5 57 34 os 
SOUTHWESTERN ............. 6 62 32 oe 


25. What percentage of your retail sales are on 
a monthly basis? 

For the entire United States, 70 percent of the 
dealers indicated that more than 10 percent of their 
business was on a monthly payment basis, 10 percent 
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Here is how Milcor Steel 
Casing combines with 







No. 60 








Milcor Metal Lath and 
Metal Base for smart, Short Flange 
modern interiors. Casing 


For doors, windows, and 
other wall openings — 


SNE EER eat 


v¥ Simple, modern 
beauty. 

v¥ Practical, fire-safe 
construction. 

¥ Durable, long-run 
economy. 
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No. 138 
Short Flange 
Casing 


Milcor Steel Casings give your customers jobs 


good books thet last and cost best 


That's a double sales-feature that builds profits for you ! 








Milcor Steel Casings save so much on erection, plaster- 2. Easy plastering: plaster keys through wing to form 
ing, and finishing time that they actually cost less than bond with lath and prevent settling cracks. 
woodwork. The beauty and permanence of steel are extra 3. Durable, lasting beauty: steel resists fire, impact, 
dividends. Naturally, they have won the preference of and other wear for years, 


architects, builders, and buyers — and that preference 4. Smart modern appearance: Narrow, flush-tight face 


means profits to you. adds feeling of roominess, simplifies cleaning require- 
4 Check these savings: Sanding and finishing are elim- ments. 
: inated. Fewer coats of paint are required. And there’s no Milcor Casings are one part of the complete Milcor 
need for adjustments, once the job is done; Milcor Cas- Metal Lath line of steel building products, all designed 
, ings cannot warp, shrink, or crack. to work together. Stock and sell the Milcor Metal Lath 
i Other Advantages line to meet this growing demand — and to increase your 
1. Simple, speedy erection: straight, uniform lengths profits. For full details, see Sweet’s File or write for 

make perfect mitres easy. Milcor Manual today! (No obligation.) 











INLAND STEEL PR 


EQRMERLY MILCOR 


DUCTS COMPANY 


STEEL COMPANY 






OS Rear 














MILWAUKEE 1, WISCONSIN 


Baltimore 24, Md. © Buffalo 11, N.Y. ® Chicago 9, Ill. © Cincinnati 25, Ohio 
Cleveland 14, Ohio ® Detroit 2, Mich. © Kansas City 8, Mo. ® Los Angeles 23, Calif. 
New York 22, N.Y. © Rochester 9, N.Y. © St. Louis 10, Mo. 





F-323E 
aaeneeeneeseeee cor out this coupon and mail today! . ane eeeeseeeeee 


INLAND STEEL PRODUCTS COMPANY 

4101 West Burnham Street @® Milwaukee 1, Wisconsin 
A ‘“‘must’’ for your files 
and without obligation 
20-page Milcor Manual 


Send me a copy of the Milcor Manual (no obligation) 
giving full details on Milcor Steel Casing and other prod- 
ucts in the complete Milcor Metal Lath Products Line. 

















gives you complete Name . Title 
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Metal Lath Building 

Products line. sess eiitecrccen eee ie eee onaaio Se eT IE Ne Fee Me 
City ” — ) State. 
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of the dealers from 11 to 20 percent, and 20 percent 
of the dealers over 20 percent. 
The regional breakdown (in percentages) follows: 


1TO1IO ~=11TO20 OVER 
20 
ILLINOIS ...... ; ~an oe 28 
WESTERN ..... , . 6 15 
OHIO es ue oe 8 
NORTH DAKOTA ~s. «52 8 
INDEPENDENT (MINN.) .... 51 18 
MOUNTAIN STATES 54 27 
MIDDLE ATLANTIC 54 31 
FLORIDA ........ er . 28 32 
NORTHEASTERN . 60 17 
NORTH CAROLINA pd biss . 46 22 
SOUTHERN CALIFORNIA ..... 8| 15 
LOUISIANA eich es 52 40 
TENNESSEE eS 62 25 
I 8 oi siars 5: 9 aces Oe 13 
SOUTHWESTERN .... penn 71 18 


26. What percentage of your total sales are to 
contractors who have dug up the business for 
themselves? 


Totals for this question indicate that 34 percent 
of the dealers obtained less than 10 percent of their 
business from this source; 20 percent of the dealers 


from 11 to 20 percent; 32 percent of the dealers from 
21 to 50 percent; and 14 percent of the dealers ind'- 
cated that over 50 percent of their volume comes from 
contractors who have developed the business for them- 
selves. 


The regional percentages are as follows: 


ILLINOIS 

WESTERN 

OHIO 
NORTH DAKOTA ...... 
INDEPENDENT ...... 
MOUNTAIN STATES 
MIDDLE ATLANTIC 
FLORIDA 
NORTHEASTERN ..... 
NORTH CAROLINA 
SOUTHERN CALIFORNIA 
LOUISIANA 

TENNESSEE 

KENTUCKY 
SOUTHWESTERN 





27. Question: What do you sell? 


Please check every one of the following items that you 


planning to sell in 1949. 


(All figures in table are percentages) 
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ww 
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uw 
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ILLINOIS 
WESTERN 
NORTH 
DAKOTA 


KITCHEN CABINETS 

SMALL ELECTRIC APPLIANCES 
(Selling for less than $100) 

LARGE ELECTRIC APPLIANCES .. 

GAS APPLIANCES . : o 

PLUMBING ITEMS 

HEATING ITEMS ... 

ELECTRIC WIRING .. 

FARM APPLIANCES .. 

GLASS BLOCKS . a a Gnihinacele 

READI-MIXED CONCRETE ....... 

PREFABRICATED HOUSES 

ACOUSTICAL MATERIALS 

ASPHALT TILE FLOORING 

YARD FABRICATED STRUCTURES. 

GARDEN SUPPLIES ....... 

TIMBER CONNECTORS .. 

GARAGE DOORS & HARDWARE. . 

METAL WINDOWS 

ATTIC FANS .. 

HARDWOOD PLYWOOD | 

HARDWOODS ‘ seo Greig: ann 

BUILDERS HARDWARE. 

WALL PAPER sd innorbssttee 

FIREPLACE EQUIPMENT niccinostee 

PRE-CUT LUMBER .... 

POWER TOOLS 

GUTTERS & DOWNSPOUTS 

METAL MOULDINGS 

METAL ROOFING 

METAL SIDING . 

PORTABLE FARM BUILDINGS. . 

BRICK te 

SAND & GRAVEL. 

METAL JOISTS PE eey ; 

LAMINATED TRUSSES ...... 

PACKAGED SHELVING 

WATER SOFTENERS 
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ristle expert: 
9 
10 
30 
12 
22 
= Formulating the bristle batch. Each 
kind and length of bristle has its own 
9 characteristic working qualities. Selec- 
5 ting and combining the various bristles 
require years of first-hand information 
— and knowledge because the working 
qualities of the finished batch have to 
are be pre-determined. 
Black and white bristle used for this photograph to emphasize For tified by a thorough knowledge wad 
the layers of bristle as they are laid out painters’ needs and brush requirements, 
Pittsburgh’s skilled bristle craftsmen 
have put into use over 2200 batch for- 
mulas! Every batch is designed for max- 
PITTSBURGH’S Big Value Line imum efficiency and long life. Combined 
- e with riveted stainless steel ferrules, per- 
= Gives Dealers Faster Turnover! fect balance and tapered construction, 
- you have America’s finest—Brushes by 
= Painting . . . The stellar performance of Pittsburgh Pittsburgh! 
Brushes over anything else in the painting field makes = 
= Pittsburgh the most popular, complete line of painting Staple-Set Brushes too! 
25 tools in the industry! The Pittsburgh line of Gold ~ 
a Stripe, Neoceta, Nylon and Bristle-Neoceta was de- SWEEPS, DUSTERS jy} Sart 
15 signed for painters who want only the best. and SCRURS 
68 : , : 
3 ff Maintenance ... Yes, and the “Lightning Line”’ 
I} is a complete line, too! Sweeps, dusters and scrubs! 
43 Mill and counter brushes! And dozens more! Display 
= the line that sells the fastest—Pittsburgh’s “Lightning 
19 Line”! 
= ¥. Call the Pittsburgh branch located near you today! Or 
Pd , write Pittsburgh Plate Glass Company, Brush Division, | 
23 z Baltimore 29, Maryland. 
88 : 
= One Source—One Quality—One Name to Remember—PITTSBURGH 
22 4 
24 
















| BRUSHES - PAINT - GLASS - CHEMICALS - PLASTICS 
PITTSBURGH PLATE GLASS COMPANY 


of Cpold S ve BRUSHES 
77 J : 
ga G 





a a B-itpInc Propucts MERCHANDISER 5 | 











NEW WINDOW DISPLAY 
IS CUSTOMER MAGNET 


Attractive house front is good 
salesman for Missouri company 


R. E. MILLER, manager, Fuller- 
ton Lumber Co., Maryville, Mo., 
has built an attractive and inexpen- 
sive house front that is being fea- 
tured in his display window. 

The house front is complete to 
the smallest detail including deco- 
rated door lamp, window curtains, 
shutters and artificial grass in 
front. All the basic building mate- 


MATERIALS for this front cost only $30. 


rials used for the project—paint, 
shingles, siding, nails, glass, hard- 





FIRE INSURANCE 
Here are two angles to fire 
insurance you may want to check 

THIS FIRE (see photo) at 
Wheat Bros., Moravia, N. Y., 
proved two points to Fred Whea 
about fire insurance. 

1) For many years the company 
has had an annual appraisal made 
of every single building, item of 
stock and piece of equipment. This 
service is rendered by an independ- 
ent company. When Wheats suf- 
fered an extensive fire, the insur- 
ance company settled without ques- 
tion on the basis of the appraisal 
list. 


DEBRIS CLAUSE saved Wheat Bros. thousands of dollars following disastrous fire. 


52 


Fred Wheat points out that aside 
from ease of settlement, the ap- 
praisal showed many small items 
such as scoops, bins, ladders and 
such equipment that would have 
been overlooked in making an in- 
surance claim. 

2) Wheat discovered after the 
fire that his insurance included a 
“debris removal” clause. He says 
this clause saved him thousands of 
dollars cleaning up after the fire. 
He thinks it would be very worth 
while for other dealers to check 
their insurance to see if it contains 
this clause. 


ware, etc.—are sold by Fullerton 
Lumber Co. 

The entire display cost not more 
than $30 and much of the material 
may be resold. The neatness and 
home-like atmosphere of the exhibit 
are causing a lot of favorable com- 
ment. 


IDEA ROOM 


Home owners find special 
displays at Toledo store 


THE LATEST developments in 
building methods and materials can 
be seen in the Jdea Room just 
opened for the convenience of home 
builders, architects and contractors 
by the Hixon-Peterson Lumber Co., 
Toledo, Ohio. 

Various manufacturers have co- 


SIDEWALK TRAFFIC is given an invi- 


tation to drop in. 


ATTRACTIVE DISPLAYS are explained 


by a salesman. 


operated in equipping the room 
with attractive displays and litera- 
ture. Complete information on 
financing, together with a complete 
library on interior and exterior 
design are available to the con- 
sumer. 

The Idea Room has been estab- 
lished in conjunction with the com- 
pany’s enlarged display facilities. 


June 18, 1949, AMERICAN LUMBERMAN © 











pecial 
store 


ts in 
is can 

just 
home 
actors 
r Co., 


ye CO- 


an invi- 


xplained 


>» room 

litera- 
on on 
omplete 
xterior 


ne con- 


L estab- 
he com- 


cilities. 


MAN & 


























] 





Aigh Luality 
BIRCH PLYWOOD, BIRCH LUMBER 
at New Low Prices! 


® BIRCH LUMBER (Carloads) 


4/4 No. 1 Com. & Btr. FOB mill, duty paid, $115 per M’ b.m. 
4/4 Selects FOB mill, duty paid, $170 per M’ b.m. 
4/4 FAS FOB mill, duty paid, $195 per M’ b.m. 


All Birch lumber carries National Hardwood 
Lumber Assn. certificate of grade and tally. 


® BIRCH PLYWOOD’ (Carloads) 


1/4” — 48”x96” grade A-3, FOB mill, duty paid, $180 per M sq.ft. 
1/4” — 48”x84” grade A-3, FOB mill, duty paid, $162 per M sq.ft. 
1/4” — 48”x96” grade 2-3, FOB mill, duty paid, $155 per M sq.ft. 
1/4” — 48x84” grade 2-3, FOB mill, duty paid, $137 per M sq.ft. 
3/16” — 48x96” grade A-3, FOB mill, duty paid, $152 per M sq.ft. 
3/16” — 48x84” grade A-3, FOB mill, duty paid, $134 per M sq.ft. 
3/16” — 48x96” grade 2-3, FOB mill, duty paid, $129 per M sq.ft. 
3/16” — 48x84” grade 2-3, FOB mill, duty paid, $111 per M sq.ft. 


All Birch plywood phenolic glued—meets Standard CS 35-47 Bureau of Standards specifications. 
*Other thicknesses in Birch Plywood are available at proportionately low prices. 


® BIRCH PLYWOOD 


Cut to Your “Specs” 


Prices on size and thickness you may require 
can be judged by these examples: 





Price 
Size Grade per M sq.ft. 

3/16” —24 ”x361,” A-3 $120 

3/16” — 2914,”x33  ” A-3 $125 

3/16” —21144”x40 ” 2-3 $ 94 

3/16” — 1314”x1914” 2-3 $ 94 
1/4 a 1514"x18'4" A-3 $151 woman ans “, ihe wot mills seleas aut a. 
1 4 ” Bee 331 / "y 1 ” “! ' v nt- url Bi u ~ n w ' u u- 
‘ A Aion. aie ie a cldet erablished bch. plywood "manutcturers, hak (Bo saver 


WAREHOUSE PRICES PROPORTIONATELY LOW 


Warehouses at: Detroit — Grand Rapids — Omaha — St. Louis — Chicago — Elkhart — Cincinnati — Jamestown, N.Y. 


W. R. BRAUND COMPANY 


U. S. Mill Representatives: Bellerive Veneer & Plywoods, Ltd. (Herculite Brand) 
Suite 214, Dept. CD, Wabeek Bldg., Birmingham, Michigan 


Telephone 5022 TWX Birmingham 500 | 
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New Michigan Store 
Ready To Do a Good 
Job Better 


KNOTTY PINE paneling be- 
low the windows is a feature 








of the exterior of the new 
Five Star Lumber Co., Hol- 
land, Mich. Between the 
windows 34” waterproof ply- 





DRIVE 


PASSAGE 





wood is used and plain ply- 
wood above the windows. 
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HOME BUILDING is a major part of Five Star Lumber Com- 
pany’s business, hence home design and construction is a lead- 
ing exhibit in the new display room. The company has its own 
building mechanics and handles the complete job. It has its 
own drafting room. Twenty-five model homes that have proved 
successful are on display in the new store. See photes at right. 
Sales volume of $338,000 last year consisted mainly of new 
houses. 


BUILDING MATERIALS sold by the company are featured 
in the construction of the new store. Sliding doors, knotty pine, 


plywood, etc. (below) are all labeled for the consumer’s in- 
formation. 





Complete service for the 
home builder offered by Part- 
ners James H. Klomparens 
and Harold Vander Bie 
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Wide Range of Types and Sizes 


Truscon Pivoted Steel Windows are made 
of heavy, hot-rolled steel sections. The out- 
side section is of angle shape, providing a 
5g” anchorage at the masonry or mullion 
connection. The intersection of the hori- 
zontal and vertical members is a dovetail 
mitre rigidly interlocking the bars. All 
muntin bars, except where ventilators 
occur, are continuous from head to sill and 
jamb to jamb. Double contact weathering 
is provided on all four sides of ventilator. 






A typical Truscon Pivoted Steel 
Window installation showing 
the extensive lighting and venti- 
lating possibilities of this unit. 




















SALESMAKER 


TRUSCON 


PIVOTED 


STEEL WINDOWS 


are adaptable to all types of 
industrial and commercial buildings 







Warehouses, factory and storage buildings, garages, filling stations, and a 
wide range of other non-residential buildings can utilize the lighting, venti- 
lating and economy features of these Truscon Windows. Sell them for profit 
and prestige in your community. 
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ALTERNATE SILL 


GRID WIDTH FOR NECESSARY CLEARANCE AT JAMBS. 


DETALS SHOWN APPLY TO BOTH PIVOTED AND COMMERCIAL 
PROJECTED WINDOWS. 

























Write for free illustrated literature giving complete 
details of ‘Truscon Pivoted Steel Windows, and describ- 
ing the entire line of Truscon Steel Building Products. 
Their design and construction features can help you 
build volume business in the building industry. 











Manufacturers of a Complete Line of Steel Windows and 
Mechanical Operators e Steel Joists e Metal Lath e Steeldeck 
Roofs e Reinforcing Steel e Industrial and Hangar Steel Doors e Bank Vault Reinforcing e Radio Towers e Bridge Floors. 









TRUSCON 


STEEL COMPANY 


YOUNGSTOWN 1, OHIO 
Subsidiary of Republic Steel Corporation 


Warehouses and sales offices in principal cities 
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DOUBLE-DECKED lumber 
shed utilizes roller conveyors 
for fast, efficient unloading to 
the very rear of the 154-foot 
shed. “It’s the best handling 
method we’ve seen in our time 
and we wouldn’t trade it for 
any other,” says James H. 
Klomparens, one of the two 
partners. The other is Harold 
Vander Bie. 


CUSTOM MILLWORK 
(above), is turned out in 
the company’s small shop 
(above) which is equipped 
with light machinery of max- 
imum efficiency. The machin- 
ery is moved aside for the 
company’s own annual home 
show. 





Readers’ Question Box Sponsored 
By Hoo-Hoo 


Year old Yakima service club takes newspaper space to help 
homeowners with building problems. Idea makes excellent 
public relations program 


On April 10, 1949, the first 
“Home Builder’s Question Box” 
column, sponsored by the Yakima 
Valley Chapter of Hoo-Hoo, ap- 
peared in the Yakima Sunday 
Herald. Chapter headquarters city 
is Yakima, Wash. 

“People wonder why homes are 
costing so much. They don’t under- 
stand conditions. We think our 
weekly newspaper column will do 
much to alleviate the situation,” 
explains Ross G. Kinkaid, presi- 
dent of the Yakima Valley Hoo- 
Hoo chapter. 

The column carries an explana- 
tory lead paragraph inviting home 


56 


builders to send their building 
questions to “Home Builder’s Ques- 
tion Box,’ Yakima Herald, Yakima, 
Wash. 

Says Mr. Kinkaid: ‘Those of us 
engaged in the lumber and build- 
ing business know from daily ex- 
perience that almost everyone is 
interested in houses, whether it be 
new construction, remodeling and 
improvements, or any other angle. 

“It is our intention to do the 
best we possibly can to answer any 
and all questions pertaining to 
building. If we don’t know the 
answers we will try to find some- 
one who does. It is our sincere 


desire to clear up some of the prob- 
lems that exist in people’s minds 
regarding building, so we feel it 
is one real service that our Hoo- 
Hoo club can render to the Yakima 
Valley.” 

On May 1, 1949, the Yakima 
Valley Chapter of Hoo-Hoo cele- 
brated its first anniversary. It has 
grown from an inital membership 
of 40 to a current total of 60, in- 
cluding representation from Cle 
Elum to Pasco, Wash., a distance 
embracing approximately 150 
miles. 

1948-49 chapter board members 





Box explains purpose of 
column 


Questions dealing with home 
building in the Yakima valley will 
be answered in this column each 
week by members of the Yakima 
Valley Hoo-Hoo club, fraternal 
organization of lumbermen. Ad- 
dress your questions to: Home 
Builder's Question Box, Yakima 
Sunday Herald, Yakima, Wash. 





and officers include, in addition to | 


President Kinkaid, Delmar Paul- 
son, Grandview, vice - president; 
Richard Miller, Yakima, secretary- 
treasurer; and Tom W. Howell, 
Wiley City; Lloyd Snuggs, Paul 
(Continued on page 82) 
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The life of any truck depends upon many things. From 248 basic chassis models your Dodge dealer 
can specify a truck that will be “Job-Rated” exactly 
for your hauling job. 





It depends upon the miles the truck is driven; on the 
care taken to keep it in good condition. 

Such a truck will have the right one of 7 great 
truck engines . . . ““Job-Rated”’ for top efficiency and 
economy. It will have the right units throughout 


But more than all else, truck life depends on how 
closely the truck fits the job it must do. 


RK 
in Dodge ‘“‘Job-Rated” trucks last longer, and at low . .. to haul your loads, 


shop 


ot i maintenance cost . . . because they fit the job. over your roads. 
max. > 
chine fF} It stands to reason that you waste money with a And remember . . . only 


- the 
10me 


truck that’s too big for its job; or, if your trucks are Dodge builds ‘‘Job- | 
too small for the job, you’re in for plenty of costly Rated’ trucks. Talk to 4 
maintenance expense .. . and early replacement. your Dodge dealer! 
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Far the good of your business — 
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Products .... Sales Aids .... Literature 
SEND FOR THESE: 





Figure numbers and list prices of 
769 replacement coils for all types of 
water heaters are compiled under 
one cover. Special or unknown coils 
which are hard to describe, can now 
be ordered by reference to catalog 
pictures. Write Dormont Manufac- 
turing Company, Dept. AL&BPM, 
1314 High St., Pittsburgh 12, Pa. 


“Ductube,” a newly developed 
pneumatic rubber tubing for mold- 
ing ducts or holes in concrete or other 
mastics, is described in a four-page 
bulletin. The four simple operations 
involved in molding smooth-bore 
ducts, which obviate the need for 
metal pipe or conduit, are explained 
and illustrated. Write Ductube Com- 
pany, Dept. AL&BPM, 940 Shore- 
ham Building, Washington, D. C. 


A new, improved Ajax 88 asphalt 
mastic underlayment has been devel- 
oped that can be used below-grade, 
as well as above-grade and on-grade. 
It is ready-mixed, requires no primer 
or sanding and bonds to wood, metal, 
concrete and unglazed tile. For de- 
scriptive folder write Ajax Floor Prod- 
ucts Corp., Dept. AL&BPM, 208 Fifth 
Ave., New York 1, N. Y. 


Decorative Flexboard, an integrally 
colored asbestos-cement sheet for in- 
terior use, is available in gray, green, 
buff or rose. The sheets have a pleas- 
ing mottled appearance with a soft 
gloss finish, and may be had with 
either a smooth or a tile scored sur- 
face. Plain sheets are 4 feet by 8 feet 
by %” thick. Scored sheets with a 4 
inch square pattern are 4 feet by 4 
feet by %” thick. Write Johns-Man- 
ville, Dept. AL&BPM, 22 E. 40th St., 
New York 10, N. Y. 


“How to Make Your House the Hit 
of the Home Show,” a new bulletin, 
and a 24-page booklet entitled, 
“Planning Book for Electrical Living 
Homes,” have been announced by the 
Better Homes Bureau of the Westing- 
house Electric Corporation. The book- 
let provides the latest information on 
the proper planning of kitchens in 
which work centers of modern elec- 
trical equipment, storage cabinets 
and counter surfaces are logically ar- 
ranged for a smooth flow of work. 
The formulas are illustrated by lay- 
outs of “economy” and “ideal” kit- 
chens which can easily be adapted to 


“L,” “U,” two-wall and other kitchen 
shapes. Laundry layouts are also in- 
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cluded. The bulletin, “How to Make 
Your House the Hit of the Home 
Show,” presents ideas and sugges- 
tions for builders who expect to ex- 
hibit homes during National Home 
Week (September 11-17, 1949) which 
is sponsored by the National Asso- 
ciation of Home Builders. Write 
Westinghouse Electric Corp., Dept. 
AL&BPM, 511 Wood St., P. O. Box 
868, Pittsburgh 30, Pa. 


Suggested arrangements of Weld- 
wood paneling for interior walls are 
depicted in a new brochure. It con- 
tains 16 architectural sketches show- 
ing room design and selected details. 
Write United States Plywood Corpor- 
ation, Dept. AL&BPM, 55 W. 44th St., 
New York 18, N. Y. 


“The Tale of the Powdered Pig,” a 
new sound and color film, has just 
been released by the Reynolds Metals 
Company, Louisville, Ky. Produced 
by Reynolds’ own motion picture de- 
partment, the film describes the uses 
to which aluminium powders and 
pastes are put, ranging from poly- 
chromatic finish on automobiles to 
pyrotechnics and the coloring of a 
myriad business and household appli- 
ances. Effectiveness of the new 
Reynoldized aluminum paint for the 
prevention of mold and rot, and the 
recently developed aluminum putty, 
are also illustrated. Requests for 
bookings should be directed to Reyn- 
olds Metals Company, Dept. AL& 
BPM, 821 South 12th St., Louisville 
i, Ry. 


PREVIEWS: 





New register permits the home- 
owner to adjust temperature in every 
room to suit his requirements. “Bal- 
ancing bell” control eliminates quad- 
rant valves. Write Lima Register 
Company, Dept. AL&BPM, Lima, 
Ohio. 


A packaged oil-fired automatic floor 
furnace is available for small homes. 
It is 24 in. square; permits floor in- 
stallation. Entire outside case is 
enameled. Write Delta Heating Corp., 
Dept. AL&BPM, 85-07 Northern 
Blvd., Jackson Heights, L. I., N. Y. 


A miniature electric pump has been 
developed for moving liquids of oily, 
acid or alkali content. . . . Can also 
be used in air conditioning, cellar 
draining, etc. Write Samuel S. Gelber 
Co., Dept. AL&BPM, 162 N. Clinton 
St., Chicago 6, IIl. 
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Starline Barn Construction Bo »k 

Starline, Inc., nationally known 
barn equipment manufacturer, his 
announced a new 65 page book deal- 
ing with farm building construc- 
tion details. Over 100 detail dra\- 
ings covering everything in mode: n 
barn building practices from con- 
crete manger forms to laminated 
arch rafters are presented. Among 





other building data in the realm of 
barn building is that of insulation 
and ventilation. Experts in the 
field of barn planning compiled this 
book. For a free copy request 
“Farm Building Construction Book 
No. 116.” Write Starline, Inc., Dept. 
AL&BPM, Harvard, Ill. 


Linwood Siding 


Linwood Siding, a patented pre- 
fabricated broad wood siding, is 
said to cut application time to one- 
third that of any comparable sid- 
ing. Described as a luxury siding, 
now available for low cost homes, it 
combines texture with invisible 
tongue and groove joints. Siding 
sections overlap and interlock. Lin- 
wood siding is self-aligning, and all 
nails are concealed. Siding sections 
24x1514-inch give 13-inch exposure. 
Available factory sealed. Write 
Linscott Manufacturing Company, 
Dept. AL&BPM, P.O. Box 215, Cen- 
tralia, Wash. 


"The ABC's of Making Money" 

The ABC’s of Making Money, 
and Follow Your Prospect, title two 
folders available from the Business 
Development Department of Allied 
Building Credits, Inc. The latter 
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DRIED 


wOoDS 


IDAHO WHITE PINE 
PONDEROSA PINE 
ENGELMANN SPRUCE 
INLAND RED CEDAR 
FIR AND LARCH 


te MOULDINGS 

tk FRAMES 

+ CUT STOCK 

% CUT-TO-LENGTH 
TRIMS 


— Sales Office — 
449 Peyton Building 
P. O. Box 1290 
Telephone MAdison 0121 


Aerial view of Dover Planing Mill of Pack River tender Co. on hae Pend Oreille, home of SPOKANE, WASHINGTON 
world's record Kamloops Rainbow Trout. 


PACK RIVER SALES COMPANY 


Pack River Lumber Co., Sandpoint, Idaho 
Representing | Northwest Timber Co., Gibbs, Idaho 
Thompson Falls Lumber Co., Thompson Falls, Mont. 
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*or else you may return this Dado Head at 
our expense, if not satisfied in every way. 


GUARANTEED to be the best tool of its kind on the 
market today, Huther Bros. Dado Head will cut PER- 
FECT grooves, any width, with or across the grain. 
Easy to keep in top condition. 

Fits any saw mandrel or saw rig. 

Positive action—it may be adjusted in the time it takes 
to remove a saw. 


Eats up the Work—Builds up the Profits! 





MANUFACTURED BY 


Huther Bros. Dado 4 “ ’ la , e.. > = r ’Huther Bros. 


Head above was used : 
to cut the clean, per- — SAW C OFF INC. 
fect grooves shown at ee 1290 UNIVERSITY AVE. 


the right. [eed oC ROCHESTER, N. Y. 
Write for folder-price list today. Saw Makers for Over 60 Years 













BurLpDING Propucts MERCHANDISER 


contains excellent advice for the 
dealer and backs it up with com- 
ments from the sales managers of 
nationally-known industrial organi- 
zations. ABC’s of Making Money 
tells how the lumber dealer can 
make additional profits by provid- 
ing ABC installment financing. 
ABC provides credit plans and fi- 
nancing service especially devised 
for the light construction industry. 
Write Allied Building Credits, Inc., 
Dept. AL&BPM, 3109 Wilshire 
Blvd., Los Angeles, Calif. 


Tite-On Shingle Roof 
in Better Homes Exhibit 


The greatly increased protection 
and added attractiveness afforded 
by recent developments in the field 
of roofing products will be strik- 
ingly demonstrated at Atlantic 
City, N. J., this summer in a unique 
better homes exhibit which has 
been erected on a section of the 
famous Central Pier. Outstanding 
among the three completely furn- 
ished model homes, each in a differ- 
ent style of architecture, is the 
“Cape Cod House” in which the 
warmly appealing atmosphere of a 
typical New England home is sug- 
gested by the interesting roof lines 





and soft color blend of a Ruberoid 
Dubl-Coverage Tite-On shingle roof. 
A main feature of Duble-Coverage 
Tite-Ons is an ingenious provision 
for overlapping which assures two 
thicknesses of shingle over every 
inch of the roof deck and three 
thicknesses at particularly vital 
points. The result, according to 
the announcement, is virtually “two 
roofs in one.” In addition to being 
fastened to the roof deck at four 
points by concealed nails, each Tite- 
On shingle is further secured by 
being locked at four points to the 
adjacent shingles. This interlock- 
ing feature is an integral part of 
the shingle, no wires or clips being 
required. The result, according to 


the manufacturers, is virtually a 
one-piece roof of double-thickness 
shingles which cannot slip apart or 
blow up or off. Write the Ruberoid 
Co., Dept. AL&BPM, 500 Fifth 
Ave., New York 18, N. Y. 


Demonstration Steel Garage 
Door Made Available 
from Strand 


On the theory that “the door 
your customers can try is the door 
they will buy,” Strand Garage Door 
Division of Detroit Steel Products 
Company is making available to 
dealers a working demonstration 
door that can be installed on dealer 
premises. This unusual promotional 
effort has been worked out to help 
dealers tie in with Strand’s na- 








How to make a 


BUYER 


out of a 


LOOKER 


SIMPLE STEPS TO EASY SALES 


1. Most dramatic sales feature of 
Rilco Rafters is the ease and simplicity 
of construction. You can demonstrate 
this time-saving, money-saving system 
by telling your customer the three basic 
steps in putting up a Rilco Barn. Show 
him the ridge hardware and explain 
how rafters are firmly fastened together 
before raising. 


2. Tell him how easy it is to raise 
Rilco Rafters without special tools or 
equipment. Sketch above shows how 
ropes, poles and a little man power 
get Rilco Rafters up fast. Be sure your 
customer understands that Rilco 
Rafters are complete and ready to use 
when he gets them .. . how they end 








WITH RILCO BARN RAFTERS 


costly, time-wasting on-the-job cutting 
and fitting. 
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3. Show him how Rilco Rafters are 
fastened into position as soon as they’re 
raised ... how the special hardware 
furnished with his rafters makes a solid 
joint between rafter and sill. Explain 
how these modern metal connectors 
add load-bearing strength to the wood 
and make the whole building more 
rigid and strong. 


























4, Only thing left to do when rafters 
are raised and bolted to sill is to put 
on siding and roofing. Finished barn 
is a sturdy, solid frame with no inside 
posts or supports to gc in the way. 
Contrast this simple three-step Rilco 
system with complicated, expensive 
old-style methods. 


Three-way PROFITS with RILCO 


@ First profit—the one you make when 
you get the Rilco Rafter order. 

Second profit—the one you make 
when you sell all the other building 
materials it takes to complete a Rilco 
Barn. 

Third profit—the one you make when 
a satisfied customer tells his neighbors 
—or comes back to buy another fine, 
easy-to-build Rilco Farm Building. 


Stock the full line... Sellit 
hard... Watch profits grow 


RILCC 


Lamimatéd PRODUCTS, INC. 


2680 First National Bank Building + St. Paul 1, Mina. 
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DEALERS! 


HERE’S A ROOFER’S MOP 
THAT SELLS FASTER 














Extra hard head of tough glass tape, 
triple stitched, insures long life. 


“Hot Stuff” voids (shown in cut away) 
specially designed to pick up and 
hold more asphalt or pitch. 


Thousands of fine flexible 
yarns cut to special lengths 
for more uniform flow, 
complete delivery. 


18 inch spread easily 
covers one-half? square of 
roofing material, eliminates holidays. 


Fast selling K. F. Applicators are preferred 
by roofers because they hold more “hot 
stuff,” deliver more uniform film, cover a 
wider area, and speed up roof jobs. 


Plenty of repeat sales, excellent margin of 
profit. Priced right, top discount policy. Easy 
to stock, store. 


Nationally advertised the year ’round in 
the roofing industry’s leading trade journals. 


Get set now for a bigger share of mop sales. 
Investigate today! 


KIRBY INDUSTRIES 


1408 E. LAS TUNAS « SAN GABRIEL, CALIFORNIA 
716 N. ERIE STREET +» WHEELING, WEST VIRGINIA 


BuILtpING Propucts MERCHANDISER 
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OFFER 





§ THE DEAL 


AVE $20.62 
You get 


3 Home Ventilators 
(Reg. Dealer Cost) $72.36 


HERE 
108 


KEEP YOuR A CeEy os 


th and clay \ 
















1 See-All Ventilator 
Display ...... 20.00 


255 PieceMerchan- 
dising Package .. 1.50 


A Total Value of $93.86 


, Afr 
only $7324 
Don’t miss this bargain offer 


WESTINGHOUSE ELECTRIC CORPORATION 


Appliance Division + «+ «+ Springfield 2, Mass. 








CLIP AND MAIL THIS COUPON Oday 








lam interested in learning more about this Westinghouse 
Poweraire Home Ventilator Deal. Please send me the 
details today. 

Name 

Address 








WESTINGHOUSE ELECTRIC CORPORATION 
Fan Department 
Springfield 2, Mass. 


653 Page Boulevard 






















you CAN BE SURE..IF ITS 


Westinghouse 
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““ VENTO 


STEEL WINDOWS 


Buonozss and home owners both 
appreciate VENTO quality. It’s a line 
of steel casement windows that will 
bring you satisfied customers ... and 
business-building prestige . .. for the 
years to come. 


= 





THE BUILDER likes 
to buy windows that 
are completely 
assembled, ready to 
install . . . that are 

/ sturdily constructed 
of heavy section steel to stand rigidly 
in position during construction, and 
finally operate smoothly. 
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THE HOME OWNER‘ 
likes the moderate 
price and enduring 
beauty of VENTO 
Windows .. . less 
costly than wood 
construction, better in quality than most 
steel windows. Fine quality workman- 
ship down to the smallest detail has 
real significance to the man making a 
“life-time” decision. 
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Other VENTO features are: heavier 
construction than other steel windows 
of comparable price; electrically welded 
throughout; easily installed screening 
or storm sash; roto hardware, and 
locking device. 


Write for 
price list 
and 

catalog 

. today! 


VENTO STEEL PRODUCTS CORP. 


249 COLORADO AVENUE 
BUFFALO 15, N.Y 
























tional advertising program, and 
also to act as a stimulant for the 
sale of all garage materials. The 
demonstration door is a full size 
model of the Strand 8’ x 7’ single 
garage door, but has been painted 
white with lettering in black and 
red. It comes complete with hard- 
ware for installation. The demon- 
stration door is available in either 
canopy or track-type at the regular 
door price. Strand manufactures 
single garage doors in the two types 
and a double-garage door in track 
type. Write Strand Garage Door 
Division of Detroit Steel Products 
Company, Dept. AL&BPM, 3103 
Griffin St., Detroit 11, Mich. 


"Phenoplast," a New 
Liquid Finish 

Phenoplast is a new liquid finish 
that not only “coats” the surface 
but becomes practically an integral 
part of the material to which it is 
applied. It is the first phenolic plas- 
tic finish ever made without baking 
or pressure molding. Applied like 





varnish it renders the object pheno- 
plasted well-nigh damage proof. See 
photo of Phenoplast finished table 
attacked but unharmed. Used like 
glue, it becomes an almost insep- 


arable “joiner” so that wood or 
metal so welded stay put through 
wind, weather, temperature changes 
and almost any amount of wear and 
tear. Tough, rugged and transpar- 
ent, Phenoplast gives woods, metals, 
steel, tile, masonite and composition 
materials a degree of surface pro- 
tection never before possible with- 
out a baked-on finish.. Phenoplast’s 
high resistance makes it possible to 
withstand temperatures from far 
below zero right up to the boiling 
point and higher. Unaffected by 
practically every acid and chemical 
solvent, as well as water, gasoline, 
oils, alkalies, salt spray and strong 
brine, it penetrates and hardens as 
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a physical part of a porous surface, 
With a companion undercoat, this 
same adhesive quality can be given 
to non-porous surfaces, even to 
glass. Write L. Sonneborn Sons, 
Inc., Dept. AL&BPM, 80 Eighth 
Ave., N. Y. C. 11. 


GMC Truck to Introduce 
All-New Heavy Duty Line 

These new GMCs, lined up for a 
preview picture at the General 
Motors Proving Grounds, show the 
four different cabs and front-end 
designs in a line of 61 basic heavy 
duty models just announced by 








GMC Truck & Coach Division. It 
is the most complete line of all new, 
all improved heavy duty trucks ever 


“ 
A 
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introduced at one time. The first 
model at the left, above, is repre- 
sentative of the 900-980 gasoline 
and Diesel series, the second, 700- 
890 gasoline and Diesel series. The 
third covers the entire cab-over- 
engine series, models 520-850, and 
the fourth the 520-650 conventional 
series. The “bumper-built” grille, 
shown on the lower left, has top 
and side bars of heavy springsteel 
bumper stock for front-end protec- 
tion and is frame-mounted and 
angle-braced. Front fenders on all 
conventional models are easily re- 
moved for major maintenance work, 
as shown at the lower right. Write 
GMC Truck & Coach Division, Gen- 
eral Motors Corporation, Dept. 
AL&BPM, Pontiac, Mich. 


Pittsburgh Plate Glass Adds 
Six Standard Twindow Sizes 


Six new standard sizes of Twin- 
dow, the double-glazed picture win- 
dow with built-in insulation, have 
been added to the regular stock list. 
The new sizes are 503%” by 47%”, 
6654” by 47%”, 5034” by 6014”, 
6654” by 6014”, 5514” by 36” and 
75” by 36”. The first four stand- 
ard units were developed for 
use in steel sash while the lat- 
ter two sizes are additions 
for use with wood sash. With the 
new additions, standard Twindow 
units now come in 45 sizes which 
can be used reversibly for an actual 
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Trade Mark 





12” Lengths 


if h 4” and 6” 
24” Lengths Diameter 
4 Rows 
Perforations 


for 
FASTER 


Superior for 


Foundation drainage 

Septic tank drains 

“Wet Spots” in farm drainage 
Athletic Fields 

Golf Cou¥ges 

City Parke a 

Tennis Courts 

Running Tracks, etc. 


New Profits for You 


Many dealers like you are already cashing in. Think 
over the sales opportunities all around your community 
—spots where quick drainage is essential. 


Write for circular today—and start getting Bosco Per- 
forated Drain Tile profits. Technical drainage advice on 
special problems. 


All Shale Vitrified Drain Tile 


A.S.T.M. C4-24 Extra Quality on Federal Specifications 
SS-T-310 Extra Strength. Shipping weight 6 lbs. per ft. 
for 4” diameter and 12 lbs. per ft. for 6” diameter. 


Perforations conform to A.S.T.M. C24-47T in respect to 
size, number and location and are circular and clearly 
cut 1/4” diameter, arranged in rows parallel to the axis 
of the pipe, approximately 3” center to center, along 
rows. 


‘ Immediate Shipment—Straight or Mixed Cars 


: Truckloads up to 125 mile radius of Bowerston. Straight 
a cars or mixed with Bosco regular drain tile at carload 
Fe prices. Also mixed with Bosco sewer pipe, wall coping, 


flues, etc. at slightly higher prices. 












— " The alert dealer gets the busi- 

=e Drain Ths ness. Let us tell you more about 

| $300 ome? the profit opportunities on Bosco 
2p SX ee Drainage materials. 





GET THIS FOLDER 


- BOWERSTON 


+ SHALE COMPANY (ji) BOWERSTON, OHIO 


MATERIAL 
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HOLLOW WALL STEEL STUDS 


Alabama Steel Studs are designed for 
light weight, high structural strength and 
easy assembling of plumbing or electrical 
conduits. 

Studs are 314”, 4” and 6” in width and 
furnished in 12’, 13’, 14’, 16’, 18° and 20° 
lengths. All track is furnished in 10’ lengths. 
Shoes 5” or 7” long. 





Small Mesh Diamond Lath 
Square ends and smooth edges. Sheets 
27” x 96” (2 sq. yds.) with 10 sheets to the 
bundle. Easy to handle and put up. 


ARCH BEAD 


will not kink or 
break at the 
nose, but will 
form a perfect 
radius for most 


types of orna- 
mental work. 
Provides ample 


key for plaster. 


SMOOTH 
EDGE , 
CORNALATH 


New and improved, no raw edges. No needles, no 
fish-hooks. Smooth Selvedge edges. Painted copper 
alloy steel. Pieces are 8’ long and 2” x 2” or 3” x 3”. 
Packed 25 strips to the bundle, 3 bundles or 600 lineal 
feet per crate. Used mostly for reinforcing corners. 


ALABAMA PRODUCTS INCLUDE— 


e Small Mesh @ Steel Studs e Wall Ties 
Diamond Lath @ Corner Beads e Tie Wire 

e Rib Lath e Arch Beads e Hangar Wire 

© Striplath e Base Screed e Bead Clips 


e@ Picture Mold 


SOLD THROUGH DEALERS ONLY 


SS 


P. O. Box 992 





BIRMINGHAM, ALABAMA 
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SMART APPEARANCE 


and 


long Life 


A 


SECTIONAL DOORS 


a favor'*© 
evet? 


Solve garage door problems by in- 
stalling trouble-free HALL pine sec- 
tional doors. Full ball bearing rollers 
and pulleys insure smooth, quiet op- 
eration, and the sturdy overhead track 
assembly with counter-balanced coil 
extension springs make opening and 
closing a “‘finger tip’’ operation. 
Made by craftsmen, the stiles and rails 
of HALL doors are mortised and ten- 
oned, pinned and glued to provide 
long lasting service. Quality-built for 
easy installation, HALL doors reach 
you in a convenient, easily assembled 
set including track. door sections and 
all necessary hardware. 


HALL pine sectional doors are attrac- 
tively priced and are available in va- 
rious sizes to fit garages anywhere. 


For complete information write: 


HALL ENTERPRISES 


Casco, Wisconsin 


where 





90 choices of size. Twindow insu- 
lating window units contain two 
lights of quarter-inch polished plate 
glass separated by a half-inch her- 
metically sealed, dehydrated air 
space. Write Pittsburgh Plate Glass 
Company, Dept. AL&BPM, Pitts- 
burgh 22, Pa. 


Special Overhead Garage 
Doors Made to Order 


The Calder Manufacturing Co., 
manufacturers of Calder Wedge 
Tight Overhead Sectional Garage 
Doors in both wood and aluminum, 
announces the addition of special 
overhead garage doors made to or- 
der. This is a new departure from 
the company’s previous practice of 
providing certain stock sizes of 
doors to the trade. For informa- 
tion write The Calder Manufactur- 
ing Co., Dept. AL&BPM, Lancaster, 
ra. 


"Texolite" Paint Products 


A whole galaxy of new Tevxolite 
paint products, plus some newly 
packaged and some that are new to 
paint dealer distribution, is an- 
nounced by United States Gypsum 
Company. Designed to round out a 
complete line of painter materials 
and bring entirely new sales possi- 
bilities into the sphere of the paint 
dealer, these products include Tex- 
olite Seven Star Imperial, Texolite 
Accent Colors, Texolite Sealer, Tex- 
olite Stipple Finish, Texolite Spar 
Varnish and new containers for 
Red Top Patching Plaster and 
Cementico, as well as Painter’s 
Perf-A-Tape Joint System and 
Super-Tite Roof Coatings and Ce- 
ment. Leader of the group is the 
new oil finish discovery, Tewxolite 
Seven Star Imperial which does 
things no oil finish has ever done 
before. Painters and homemakers 
find it combines the best features 


of oil paints with the best fea- 
tures of water-thinned resin emil- 
sion paints. Write United States 
Gypsum Company, 300 W. Adams 
St., Dept. AL&BPM, Chicago 6, ‘ll, 


"Machines at Work" Will 
Feature Clark Exhibit 

The Industrial Truck Division of 
the Clark Equipment Company will 
be one of the most important of the 
new patrons of the Western Pack- 
aging Exposition which will enjoy 
its first renewal in the Civic Audi- 
torium, San Francisco, Calif., Au- 
gust 10, 11 and 12. Clark will 
present a “live” exhibit featuring 
demonstrations of fork-lift trucks 
and industrial towing tractors per- 


COLLAPSED 
HEIGHT 
83 INCHES 


MAXIMUM. 
TIERING LIFT 
130 INCHES 


forming basic materials-handling 
functions. In addition Clark will 
show a number of attachments 
which contribute to the versatility 
of its vehicles and which multiply 
their usefulness to industry. Among 
units to be seen in operation are 
those illustrated above. Write 
Clark Equipment Company, Dept. 
AL&BPM, Battle Creek, Mich. 


Marsh Promotional Pieces 


To help dealers take advantage of 
widescale national advertising that 
is now appearing in an extensive 
list of consumer and trade maga- 
zines, Marsh Wall Products, Inc., 
announces that a complete line of 
full-color promotional literature and 
newspaper mats is available. The 
new Marlite sales aids include: 
1. Free newspaper mats in 1, 2 
and 3 column sizes. 2. A striking 
12-page general catalog in full col- 
or. 3. An envelope stuffer in full 
color. 4. Attractive self-mailer 
which includes pictures of new Mar- 
lite patterns in full color. Sug- 
gested copy is also available for 
dealers to use in their own adver- 
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tisements. Both copy and mats 
have been pre-tested for selling 
effectiveness. Authorized dealers 
may obtain a supply of any or all 
of these promotional pieces by writ- 
ing Marsh Wall Products, Inc., 
Dept. AL&BPM, Dover, Ohio. 


New Fireplace for the 
Gas-Heated Home 


The Ready-Made Plastic Fire- 
place, designed especially for the 
gas-heated home, is for practical, 
functional use with all types of gas 
heating appliances, including con- 
ventional type heaters, gas logs and 
grates. It can be installed complete 
in two or three hours. The fire- 
place is made entirely of a specially 
developed plastic material and is 
fireproof from mantel to hearth. 
Three models—The Texan, The 
Queen Anne and The Queen Eliza- 
beth—all authentic reproductions 
of famous fireplaces—are shown in 
a folder entitled “Memo to Home 
Planners.” Write Builders Fire- 
place & Supply Co., Dept. AL&- 
BPM, 2604 Link Road, Houston 9, 
Tex. 


Steel Cabinet Fronts Introduced 


A new line of steel cabinet fronts 
that permit greater variety in cabi- 
net construction, along with low- 
ered cost, is being put on the mar- 
ket by Western Metalcraft, Inc. The 
line will be called “Olympia fron- 
teer’ to differentiate it from the 
regular Olympia line of complete 
cabinets. The “fronteers” actually 
consist only of a metal frame and 
doors or drawers, depending on 
whether it is a wall or base cabinet 
fr mt. The fronts have all the qual- 
ity features of the regular line: 
chrome-plated, semi-concealed 
hinges; insulated doors; and two- 
cout white baked enamel finish. The 
base cabinet fronts have the de 
luxe all-metal drawers suspended on 
bal!-bearing rollers for maximum 
ease of operation and long wear. 
The tracks upon which the drawers 
slide can be sawed off with a hack- 
Saw to fit any depth of base cabi- 
ne’ The “fronteers” are being 






for Better Service 


to your Lith 


customers 


Jinn ne COMPLETE | stevere 


conuare line of PLASTERING ACCESSORIES 


For example, CORNERITE, a narrow strip of 2.54 painted 
MESHTEX, 8 feet long, bent at right angles, (2” x 2” or 3” x 3”) 
— used for reinforcing inside corners of walls and partitions in 
wood, tile or plaster-block construction. Also, STRIPITE, — 
2.5% painted MESHTEX, 3 inches wide by 8 feet long, — used 
extensively in reinforcing joints in plasterboard construction. 
These are but two of dozens of needed fast-selling numbers. 
Send for complete catalog and information on Penmetal Dealer- 
ships. 























80th PENMETAL 
YEAR 


PENN Meta Company, INc. 
General Sales Offices: 205 East 42nd Street, New York 17, N. Y. 
District Sales Offices 


Boston . New York . Philadelphia . Chicago . Detroit. Tle Irelale] -Solity 
Seattle . los Angeles . San Francisco Dallas . Parkersburg, W. Vo 
: wrhaiect : 























Douglas Fir and West Coast Hemlock 
Cost-Cutting End Matched, Drop hl 
Siding, Ceiling, Flooring, D&M, 
2” Factory Flooring, Roofing 





Western Red Cedar Bevel and 
Bungalow Siding, Fir and Hemlock 
























Dimension, Mouldings, Boards 


ALL KILN DRIED 
































LOOK WHAT OUR 3 MILLS 
CAN SHIP YOU IN ONE CAR 


Lumber from our own tree farms in the famous 
Willamette Valley of Oregon. Modern manufactur- 
ing equipment. Standard West Coast Lumber Bu- 
reau grades. Help your customers reduce building 
costs with our end-matched stock. Use our Superior 


Quality Hi-Hemlock Kiln Dried Dimension. 


WILLAMETTE VALLEY LUMBER CO. 


DALLAS, OREGON 
3 Modern Mills 700,000 Feet Daily 
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manufactured in a _ variety of 
widths and heights. Both single 
and double door wall cabinets and 
a wide variety of base cabinets are 
provided. These can be had with 
choice of one shallow drawer and 
door, or any combination of shallow 
and deep drawers the purchaser de- 
sires. In addition to the white 
baked enamel finish, “fronteers’’ 
are available in a single prime-coat 
only, so that the purchaser can fin- 








for LUMBER 
and PLYWOOD 


Now you can ship via St. Louis at 
through rates with a short stop-over 
for Protexol*-treatment. Your lumber 
is made fire—rot—and vermin-resistant 
at new low cost under the treat-in- 
transit rates newly effective in St. 
Louis, 


> 
cost service 

for Protexol*-impregnation . .. kiln 
drying .. . and fabricating at the 
Mid-West’s finest plant, Fox Brothers 
Manufacturing Co., leaders for 75 years 
in custom-built millwork. 

Increase the value of your lumber and 


wood products en route ... phone, 
wire or write 


*Listed by Underwriter’s Laboratories 


POX BROS Mes 


Gittomlbutd Yp lt 


2701 Sidney St. Louis, Mo. @ 
eeeeoeeeeeeeeeee 
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Write Western 
Dept. AL&BPM, 


ish them himself. 
Metalcraft, Inc., 
Olympia, Wash. 


New Perforated Drain Tile 

All shale vitrified drain tile. 
Comes in 12-in. and 24-in. lengths. 
4 rows perforations. 4-in. and 6-in. 
diameter. Recommended for use 
wherever fast drainage is desired— 
foundation drainage, septic tank 
drains, “wet spots” in farm drain- 
age, athletic fields, golf courses, 
city parks, tennis courts, running 
tracks, etc. Meets A. S. T. M. or 
Federal specifications. Perforations 





conform to A. 8. T. M. standards. 
Available for immediate shipment 
in truckloads within radius of 125 
miles of factory or in straight cars 
mixed with regular drain tile, 
sewer pipe, wall coping, flues, etc. 
Write The Bowerston Shale Co., 
Dept. AL&BPM, Bowerston, Ohio. 


Revolving Display Stand 

This revolving display stand is 
designed for placing on dealer’s floor 
or counter—to display any type of 
product including paint, hardware, 
doors, corner cabinets, etc. Shelf 
arrangements are adjustable. Man- 
ufacturer will furnish sketch to 
dealer specification, as to number 
and diameter of tiers and distance 
between tiers, weight of products 
to be displayed, etc. Furnished for 
AC or DC current, complete with 
motor. Write American Woodwork- 
ing Company, Dept. AL&BPM, 1658 
N. Lowell Ave., Chicago 39, IIl. 








All-Purpose Lifetime Window 
The “Miracle” Window Unit a'- 
fords a complete all-purpose, life- 
time window through a single 
installation. Pre-fit, completely re- 
movable from inside, fully weather- 
stripped, it has patented tension 
counterbalances, two to each sash, 
to give “floating” fingertip control 
in lowering or raising. Completely 
assembled at the factory, this unit 
insures lower installation costs. Its 
carefully treated wood controls 
swelling and prevents warp and sag. 
It is designed to fit any style of 
architecture and all types of build- 
ing construction. A simple altera- 
tion, for instance, permits the sash 
sections of the “Miracle” Window 
Unit to be installed in any type of 
check rail window frame. The 
Marquart Wind-O-Seal inter- 


| 












































changeable storm sash and screen 
can be used as a separate unit. For 
descriptive literature _ write 
Marquart Millwork Co., Dept. 
AL&BPM, 44 Ceape St., Oshkosh, 
Wis. 


Nu-Glaze; Nu-Calk 


Nu-Glaze glazing compound, man- 
ufactured by Macklanburg-Duncan 
Co., is now making its appearance 
in a colorful new package. Nu-Glaze 
was among the first glazing com- 
pounds to be marketed for glazing 
wood or metal sash, replacing putty, 
setting plumbing, filling cracks, 
boatwork and many other general 
patching purposes. It is applied 
like putty but will not harden, crack 
or peel because it retains the oils 
mixed into it completely. The fa- 
milar Nu-Calk calking compound 
also comes in a new eye-catching 
ean which incorporates the black 
and yellow trademark colors of the 
manufacturer. Nu-Calk is a non- 
staining, off-white, prepared -plastic 
compound that will not dry out, 
crack, harden or pull away from 
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NEW, CONVERGING 
KENNAPOCKET 





Makes Closets out of Corners 

















Where conventional doors fail, Kennapocket 
makes it possible to utilize inconvenient, small 
spaces. With it you also get famous Kennatrack 
sliding door features — less warping because 

of the vertical load factor, no dirt catching track 
in floor, no need to obstruct plumbing, 

electric wiring or heating ducts. 


NEW! DISAPPEARING KENNATRACK 


Uses patented 
expansion 
sleeve mount. 






Requires less headroom 
space than any other known 
sliding door device. Eight 
wheels per door. +300 is equipped 
with brass wheels. +350 with 
neoprene-tired wheels. 


#220 KENNALATCH 


Latches automatically, un- 
latches by natural thrust of 
hand. For 34" cabinet and 
wardrobe doors. 





#420 KENNALOCK 


Assembled unit to 
fit notch cut in 134" 
door. Interchange- 
able left-right lock- 
ing mechanism. Solid 
brass, finger pull plus 
locking safety latch. 


Send for complete catalog and prices TODAY 


7.) ace McKENNA, Inc. 


Becialiring dy im the 
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Right Mou 
YOU CAN HELP 
PRODUCE VITAL 


LOW-COST 
QUALITY HOUSING 


BY SELLING 
all three 


SISALKRAFT PRODUCTS 
I 


SISALKRAFT 


REINFORCED BUILDING PAPER 
at about $15 per 1000 square feet 


AS BUILDING-PAPER, over sheathing of frame, bisick 
veneer, stucco or stone-faced houses . . . under wood, tile 
and other flooring . . . as a vapor-barrier .. . FHA ap- 
proved over sub-fill, under concrete slabs... under floors 
with radiant heating . . . For curing freshly laid concrete 
driveways, walks, basement and garage floors, etc. 





And on the farm for silos, haystack covers, grain drying, 
poultry house lining, machinery covers, closing-in, and 
construction work, 


SISALATION 
REINFORCED REFLECTIVE INSULATION 
at about $25 per 1000 square feet 
Costs 50% less than bulk or blanket types of insulation, 
and costs less to apply. Does two jobs: Acts as insulation 
and as a vapor-barrier (FHA-approved). 


3 


COPPER ARMORED SISALKRAFT 
REINFORCED PURE COPPER FLASHING 
at about $9.75 per 100 square feet 


Costs 80% less than heavy sheet-copper, and less to ap- 
ply for concealed flashing, foundation damp-coursing, etc. 








==ammme= For free samples and data, mail this coupon = 












City, Zone & State 





1 3 -" 
a 
{The SISALKRAFT Co., Dept. Al, : 
: 205 W. Wacker Drive, Chicago 6, Ill. 1 
a Please send samples and data on all three SISALKRAFT products. : 
a 
t i 
a Name f 
a i 
| a 
us Address i 
] ¥ 
| 4a 
t 7 
B 






The SISALKRAFT Co., Chicago 6 » New York 17 * San Francisco 5 
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1. CEILING TILE & PANEL BOARD 
2. BLANKET & BATT INSULATION 


Reduce application costs! 


Approved by Insulation Board 
Manufacturers in applying Ceiling 
Tile and Panels. The Markwell 
“LAD” (14" leg) Staple is driven 
flush into the nailing tongue of the 
tile. The Markwell gun type tacker 
eliminates damaged edges on tile. 


473: 
TRIGGER FAST! 


"L3” Model loads 84 flat wire f a ‘ji P 
Markwell Staples sizes ““L3A” ‘ T rigger action drives 
(4" leg), “L3B” (5/16” leg) and | ss staples flush into rafters, 
L3M” (15/32” leg). a joists and studs. A gun 
“LA” Model loads 157 round wire ‘( type Insulation Tacker 
Markwell Staples sizes “L4A” eliminates danger of punc- 
GaP ES. (34” leg) and N\ turing paper ‘backing on 
Ss 6! batts and blankets. Use 


MITRE CUTTERS, 


Other Markwell Products .. . ™ | ““L3M” Staple in putting 


ow : up Backer Boards. 
SCREEN WIRE STRETCHERS, nan 
SASH BAR TACKERS, - 
MOULDING TACKERS. in ORM 3 1 ] 
ORDER NOW FOR IMMEDIATE DELIVERY "Manufacturing Co., Inc. Industrial Products Division 


Catalogue on request 200 Hudson St., New York 13 














NOW! Fast Transport Service 
from STUTTS' MILLS to YOU 
@ Within 1,000 miles of our mills, we can now give 
fast, DIRECT truck delivery on both hardwood and 


pine products. All Stutts Lumber grade-marked 
and trade-marked with our name. 


When you want action — call STUTTS. 





© STUTTS LUMBER Cy 
Mn | THOMASVILLE Ala. % Inc.’ 


Wearritafers Curees «of 
| 








Quality Lasinker . 








Another new Stutts Service: 


Hardwood Flooring and Pine 
in Mixed-Car Shipments 








We are now in position to supply your flooring needs 
in smaller quantities, by mixing carloads with pine. 
We handle MT. VERNON BRAND end-matched Hard- 


wood Flooring. STUTTS LUMBER CO., INC. 
Thomasville, Ala. 


HARDWOOD e@ PINE © FURNITURE DIMENSION  ‘SZUTTS SAWMILL CO.. INC. 
INDUSTRIAL CUT STOCK 


General Sales Office at Thomasville 


® Write or wire Stutts, Department 13, Thomasville © 





oG 


' 
. Zine comPe 


any surface to which it is applied. 
Because of its elasticity, it is in no 
way affected by weather changes 
and expands and contracts to form 
a perfect bond with any surface. 
Write Macklanburg-Duncan Com- 
pany, Dept. AL&BPM, Oklahoma 
City 1, Okla. 


Wright Rubber Tile 


Under the trade name Wrightex 
and Wrightflor, the Wright Manu- 
facturing Co. scientifically com- 
pounds rubber tile to meet the most 
exact specifications required for the 
finest type of resilient flooring. In- 
gredients are chosen to impart such 
properties as high modulus, resili- 
ency, toughness, grease resistance, 
long wear, water repellence, attrac- 
tive color effect and beautiful finish. 
The basis of Wright flooring is new 
first quality rubber combined with 
other elastic materials and chem- 
icals for proper reinforcement, col- 
or and finish. Old or reclaimed 
rubber is never used. Outstanding 
properties which differentiate 
Wright floors are modulus, hard- 
ness, density, thickness, cutting, 
finish, ease of installation and 
maintenance. Wright tile is com- 
pressed under extremely high pres- 
sure which explains its hard sur- 
face and extreme toughness. The 


‘tile is manufactured in %th and 


3/16ths inch thicknesses. In fact, 
the Wright Company was the first 
to develop methods of manufacture 
and material combination to reduce 
the thickness of tile from 14th inch. 
Because of its high density, 1th 
inch tile should be adequate for a 
lifetime floor in most dwellings and 
many commercial buildings. But 
3/T6th is often used where the 
floor receives excessive wear such 
as those in elevators, entrances and 
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heavily traveled corridors. All 
Wright tile is buffed to exact thick- 
ness. Only a few thousandths of 
an inch difference could spoil a good 
floor. The buffing produces a per- 
fect body surface for waterproof 
cement, assuring a solid permanent 
bond for the sub-flooring. Write the 
Wright Manufacturing Co., Dept. 
AL&BPM, P.O. Box 6567, Houston, 


T'ex. 


Revolving Door Display 


Revolving door display stand for 
displaying doors on the dealer’s 
sales floor, so that customers can 
readily make their selection, dis- 
plays eight doors in up-right posi- 
tion. Doors slide in and out easily. 
Stand revolves on ball bearings. 
For illustrated leaflet address The 
Ken-Ro-Bil Corporation, Dept. AL- 
&BPM, Van Buren, Ohio. 


Asbestos-Cement Strip 
Roofing Shingles 


No. 77 Tri-Tone asbestos-cement 
strip roofing shingles are back in 
the Carey line. Their addition is 
one more step in a program de- 
signed to round out Carey’s line of 
building materials. Tri-Tones come 
in beautiful blends. Each panel on 
each strip has its own individual, 
authentic, wood grain texture. 
There is no bunching of tones or 
patterns, regardless of how the 
shingles are laid. Nail holes have 
been placed for self-alignment, a 
new innovation to speed up appli- 
cation. Write Philip Carey Mfg. 
Co., Dept. AL&BPM, Cincinnati 15, 
Ohio. 


The Markwell Tacker 


This insulation tacker for ceiling 
tile and panel board, as well as 
blanket and batt insulation, uses 
No. 4” to %” length staples with- 
out any mechanical adjustment to 
tacker. Write Markwell Mfg. Co., 
Inc., Dept. AL&BPM, 200 Hudson 
St., New York 13, N. Y. 
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know this 


difference... 





Your Safe is designed 
primarily for fire protection 
of your valuable records. 


a Mosler Money Chest 


we 





gives you all-out 
burglary pro- 
tection for cash 
and valuables. 


Nationwide tests by chain-store companies show fewer 
burglary attempts where a Mosler Armored-Steel 
Money Chest is given prominent display. 


Pays for itself in the savings on burglary insurance alone. 
Quick return on your investment. Check this 
with your insurance man. 


Low in cost. Mosler Money Chests are available in concrete block or 
for welding into place in your present safe. You will be 
surprised at the moderate cost. There are Mosler Money 
Chests designed to meet any home or business need. 


ge Mosler Safe ¢ 


Main Office: 320 Fifth Ave. 
New York 1, N. Y. 
Dealers in principal cities 
Factories: Hamilton, O. 


Largest Builders of Safes 
and Vaults in the World 
I — 5 ¥ es LTT 


——-— FILL OUT AND MAIL—TODAY!I-—= 
THE Moster SaFE Co., Dept. 66 
320 FirrH Ave., New York 1, N. Y. 
() Please send me further information on 
how to save money on burglary insurance. 








a 


Builders of the U.S.Gold Storage 
Vault Doors at Fort Knox, Ky. 











SPECIFIED LENGTH 


Douglas Fir 


Specified Dimension our Specialty 


We also manufacture Boards, 
Plank and Small Timbers — all 
WCLA grade stamped 


AIR-KING MANUFACTURING CORP. 
TIGARD, OREGON 


Telephones — Portland Line CH. 3330 or Tigard 2301 
SR NNR TT. 


TO RETAIL LUMBER YARDS, 
PLANING MILLS & WOODWORKERS 


Complete stocks of Air Dried and Kiln Dried PON- 
DEROSA PINE, SUGAR PINE and DOUGLAS FIR 
CLEARS. 


Carload or less-carload quantities for immediate 
shipment. 


Also CYPRESS and HARDWOODS. 


Send us your inquiries. 


V. F. CHRISTMANN HARDWOOD CO. 


3820 N. 2nd St. Chestnut 1312 St. Louis 7, Mo. 
OVER TWO ACRES OF YARD & SHED STORAGE 














THE MEADOW. RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 


Rainelle, W. Va. 











American voubie swiver Load Binder 
THE ORIGINAL ALL STEEL ' 


For binding Goodyear Pattern 
LUMBER, LOGS. ‘ , 
ag load firm- 
y- Strongest... 
forged steel GEASED 
throughout . . e 
easiest to use 
» » most prace 
tical and effec 
tive. Three 
sizes. Write for 
circular and full 
information. 


“American” line of Logging Tools and Appliances is the best on 
the market. 







Write for Catalog 


AMERICAN LOGGING TOOL CO. 
Evart, Mich. 

















LINDSEY 
Self -Loading 
Skidders 


are used with either team 
or tractor. On short hauls, 
snaking, and bunching 
logs, they are unexcelled. 


Lindsey Wagon Co. 
Sole Manufacturers 
Laurel, Miss. 











D. M. McCuintock Lumber Co. 


Terminal Sales Building, PORTLAND 5, ORE. 
Telephone: Atwater 9355 


Douglas Fir, Red Cedar, Sitka Spruce 
and Hemlock Lumber — Shingles 


Mill Agents for 


Engle & Worth Lumber Co., McMinnville, Oregon 
Timber, Inc., Harrisburg, Oregon 
Luckiamute Lumber Co., Pedee, Oregon 
Keystone Lumber Co., Myrtle Creek, Oregon 
Judd Creek Lumber Co., Riddle, Oregon 
Canyon Creek Lumber Co., Canyonville, Oregon 
Silver Peak Lumber Co., Riddle, Oregon 











BURNER with 
CONE GRATE 


*Burns 25% More 
*With 75% less smoke and 
cinders. Fool proof 

We Also Bulld 


BOILERS —5 TO 1200 H.-P. 
TANKS and STACKS 


STRUCTURAL STEEL 
.FABRICATORS 


MFRS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boiler Tubes 


SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
SEATTLE, WASH. 
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LUMBER for SALE 


HARDWOODS SOFTWOODS 
DOMESTIC and FOREIGN 
VENEERS PLYWOOD 


LARGE STOCKS IN ST. LOUIS YARDS 
Write, Phone or Visit _ 


FRY-FULTON LUMBER CO. 


154 Carroll St. ST. LOUIS 4, MO. 
CEntral 5250 
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Lumber. 
Market Analysis 


Current Statistics on 
Output and Distribution 

Lumber shipments of 407 mills reporting to the 
National Lumber Trade Barometer were 0.7 percent 
below production for the week ending May 28, 1949. 
In the same week new orders of these mills were 13.6 
percent below production. Unfilled order files of the 
reporting mills amount to 34 percent of stocks. For 
reporting softwood mills unfilled orders are equivalent 
to 22 days’ production at the current rate, and gross 
stocks are equivalent to 62 days’ production. 

For the year-to-date, shipments of reporting iden- 
tical mills were 2.9 percent above production; orders 
were 7.6 percent above production. 

Compared to the average corresponding week of 
1935-1939, production of reporting mills was 41.2 
percent above; shipments were 43.0 percent above; 
orders were 29.3 percent above. Compared to the cor- 
responding week in 1948, production of reporting mills 
was 4.3 percent above; shipments were 2.3 percent 
below, and new orders were 7.9 percent below. 


Western Pine 

The 90 mills reporting to the Western Pine Asso- 
ciation for the week ending May 28, 1949 cut 58,662,- 
000 feet for the period. Shipments totaled 53,360,000 
feet, or 9.0 percent below production. Shipments a 
year ago-amounted to 62,407,000 feet. Orders for the 
week of May 28 amounted to 48,545,000. A year ago 
they totaled 64,550,000 feet. Gross stocks at the end 
of the week amounted to 662,291,000 feet compared 
to 490,003,000 feet a year ago. 


Southern Pine 

Production of the 97 mills reporting to the Southern 
Pine Association for the week ending May 28, 1949 
amounted to 15,295,000 feet. This was 6.45 percent 
below the three year average. Shipments for the week 
totaled 15,939,000 feet, 4.21 percent above production 
but 2.51 percent below the three year average. Orders 
for the week amounted to 13,921,000 feet, or 14.86 
percent below the three year average. 


In the Market Centers 

SEATTLE—This area’s warm open Spring con- 
tinues to encourage good production of all forest prod- 
ucts. For most items there is nothing holding back 
a larger output than the demand. 

Demand-prices—Hand to mouth buying is the best 
description of the market except for Kiln dried No. 2 
and better dimension in specified lengths which has 
so strong a call that most mills have an order file of 
‘rom 80 to 60 days. This item is hard to buy and deliv- 
ery can’t be obtained in less than 45-60 days. Buyers 
are choosy and will hold off orders until they get 
what they want. On the other hand mills want to sell 
mixed cars and often want to include hemlock in vary- 
ing percentages. Demand for railroad and car material 
is off. Flooring and ceiling and most upper items are 
getting easier to buy but stepping and wide finish 
is none too plentiful. Dry boards usually move with 
cars of specified dimension. Rough timbers are rather 
weak but structural timbers in specified lengths re- 

ain firm. 

The dominating factor in the market appears to 
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Ferguson is well set up to handle your orders for 
quality Southern Pine, Southern Hardwoods and 
West Coast Woods. Write, wire or phone Ferguson 
today! 


W. T. FERGUSON 
LUMBER COMPANY 
SN ROL SEMINOLE. 





VAN-PACKER 





@ Hundreds of Homes Need New Chimneys 
Old homes, new homes, summer cabins, 
motels, tourist cabins, resorts—there's a 
vast ready market now. 

@ Safest Chimney Ever Built 
Underwriters’ Lab. approved in place of 
brick. FHA accepted for all fuels in 
any type home ... one or two story. 

@ Nationally Advertised 
Thousands of inquiries from our ads are 
referred to dealers. Selling literature, 
newspaper mats free. 


@ Costs 20%, to 40% Less Than Brick 
Easily installed, summer or winter by 
anyone in 3 to 4 hours. Lightweight, 
needs no foundation. Suspends from 
ceiling or floor joists. A more efficient 
chimney with better draft. 

@ Completely Packaged 
Easy to handle, minimum stock enables 
you to supply any | or 2 story house 
with any roof pitch. Furnished complete, 
all parts for entire installation. 

@ Liberal Discount to Dealers 
Ask your jobber about Van-Packer Chim- 
neys or write direct. 


VAN-PACKER CORP. 
134 South Clark St., Chicago 3 





Profit Now- t= MARKET 


ON OUTSTANDING BUILDING SPECIALTIES 


be strong efforts on the part of manufacturers and 
retailers to keep inventories low. As a result there is 
@ WESTBILT CABINETS—Smart, modern, beauti- now a larger spread in prices than at any time since 
fully styled . . . complete selection of sizes for the war. Prices on dimension vary from $2 to $3 at 
kitchens, dining rooms, etc. .. Economical, prac- the mills and other items sometimes as high as $10- 
tical . .. Come knocked down, smoothly sanded. $15. Mills want orders which will keep their entire 


ARMSTRONG PRODUCTS — Fiberglas insula- cut moving and tend to be accommodating in price 
tion in roll blankets, Temlok Interior Finish in if this can be done. 
panels or boards... Temlok Sheathing and Lath Prices on upper items run from $100 to $200. C and 
... Monowall . . . Cushiontone Acoustical Tile. btr flat grain hemlock can be bought for about $100 
and at the other end stepping sells for around $200. 
DOORS AND GARAGE DOORS—Douglas Fir Vertical grain flooring moves at from $150 to 160. 
Doors, Beautiful Birch flush doors for the home Best dimension brings $70-73 with boards a little 
. .- Overhead Garage Doors, one or two car sizes. cheaper. Short timbers sell for about 50; structural 
FIR AND HARDWOOD PLYWOOD — For Pa ee ' 
prompt shipment from warehouse .. Direct mill The shingle market is very slow. Some mills are 
shipment on plywood and doors in carload lots. shipping in transit and some cars become distress. 
TACOMA—Although inquiries are plentiful and 
supply is good, high prices are proving a deterrent 
as far as sales are concerned. The market, in conse- 
quence, is sluggish. Although disturbed at the situa- 
tion, operators are showing little disposition to offer 
 F-M | lower prices on other than the cheapest grades. Re- 
QUALITY SERVICE “ , : 
serves are mounting steadily, so much so, in fact, 
that most local mills are planning to close down soon 
for their annual two-week vacation period. One local 
Fiddes-Mioore & Company mill, the Defiance, has closed already and others will 
niin ebnth Glee ak. eis ae follow immediately, their action being due partially 
Telephones: SOuth Chicago 8-9223 (Chicago)—Russell 2350 (Hammond) Se Se tees oe 
factor to increased log production and in consequence 
most local log booms are filled to overflowing. Water- 
INDEPENDENCE LUMBER & Mre Co borne lumber movement is picking up. Two ships 
. . left here this weekend. The Weyerhaeuser steamer 
Independence, Oregon W. H. Peabody sailed for the East coast with 3,000,000 
feet from Olympia and the Defiance mill. The John 
Fairchild sailed from the Dickman mill with a full 
Mills at Independence and Arell, Oregon cargo that included 250,000 feet for Gulf ports. Ply- 
DAILY CAPACITY 300,000 FEET wood operators for the first time in years are feeling 
the adverse market and are launching an extensive 
advertising program intended to stimulate sale of 
DOUGLAS FIR their product. 
Boards, Dimension, Plank, Timbers KANSAS CITY—A gradual slowing down in the 
" lumber market was evident in the last fortnight as 
Quality Stock @ Double End Trimmed retailers turned cautious when the spring building 
Eased Edge Dimension bulge failed to materialize. Prices for the most part 
were about steady but a wide variety of quotations 


: were noted in the lists of mills. Producers were not 
Metropolitan New York Sales Handled by working at capacity and a host of small mills closed 


down owing to the squeeze on profits. This was par- 

J. Herbert Bate Co. ticularly true in the hardwood division in the South- 

west, and a number of mills have quit handling hard- 

30 Church St., New York 8, N. Y. woods and are working on yellow pine only. The 

Telephone: WO 4-6363 Teletype: N. Y. 1-1098 furniture and box industries are buying very little 

hardwoods and the high price of labor and timber 

will not permit a profitable realization at current 

Western Pines — Douglas Fir levels. 

West Coast Products Mills are complaining over the return to the buyers’ 

Southern Yellow Pine — Southern Hardwoods market because retailers are waiting until the last 

minute before ordering and then they demand imme- 

ee ee diate shipment. This has placed a real burden on the 

big mills because virtually all order orders are fol 

Blue Mountain Quality Ponderosa Pine mixed cars. Too many buyers are holding off, waiting 

from our Wallowa, Oregon Mills for a further price set-back, but the larger mills gen- 
erally are holding at lists of the last two months. 


SEND FOR F-M PRICE-O-GRAM 
Get on our mailing list now to receive 
regular issues of our stock list. 





Telephone: Independence 42 Teletype: Independence 370 


MEMBER WEST COAST LUMBERMEN'S ASS'N 


Manufacturers and Wholesalers 


Fast, Dependable Service 
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Increase Your Summer Business 


SELL 
DENNING Low Cost 
Portable GRAIN 
BINS and SILOS 


@ Brisk Demand @ Quick Turnover 
@® Extra Sales 

: @ Substantial Profits 

Cy ay a @ Immediate Delivery 









Cash in on demands for Grain Storage with small investment. 
Sell farm-advertised Denning Bins for grains or silage. Pick up 
extra sales of shiplap, planking, joists, asphalt-treated paper for 
bin floors and lining. Six months sales season builds volume 


and profits. 
FARM PROVED 13 YEARS 


The Denning Portable Silo and Grain Bin sold by lumber dealers 
and used by farmers everywhere for more than 13 years. Hun- 
dreds of satisfied users. Rugged stave and wire construction 
lasts for years. Rigid steel or temporary roof. Steel door 
frame optional. Bin holds 1,000 bushels of grain, 20 tons of 
silage. Put up by 2 men in two hours. Built to meet AAA 
requirements. 


Write today for price list, specifications, circulars and 
free mat service. No obligation. 


ILLINOIS WIRE and 


Manufacturing Company 
P.O. Box 1396 Joliet, Illinois 


Plant located West of “a. 2 /, mile South of U. S. Route 52 on 


& E. RR Spur 














PRICED to Move Fast 


Fine, hollow-core 


MAHOGANY DOORS 


Job lot or any quantity while available. 
Interior—Flush type—Solid Mahogany Edgestrips 
2/0" — 2/4" — 2/6" — 2/8" all 136"x6'8" 


also 


Several hundred 2-Panel Pine 13''x6'8" doors 
wee 1" 10 2 
and 2-Panel Mahogany doors |3''x6'8" 
Sizes: 2'0"' and 2'6" 


BIRCH PLYWOOD (Sanded both sides) 


Six grades to choose from. Five Thicknesses. 


(Average prices, F.O.B. Warehouse, N. Y. City.) 
1/8"—3 ply.—approx. 156,750 sq. ft.— 7.4¢ sq. ft. 
5/32""—3 ply.—approx. 555,451 sq. ft.— 8.2c sq. ft. 
1/4"°—5 ply.—approx. 25,484 sq. ft.—I1.0c sq. ft. 
5/16"—6 ply.—approx. 12,468 sq. ft.—15.0c sq. ft. 
13/32""—7 ply.—approx. 15,570 sq. ft.—20.0c sq. ft. 
Panel sizes 4'x4', 5'x5', 6'x4'—approx. 430 Ibs. per crate. 


First come — first served — while quantities last. 


Write — wire — call 


B. M. HEEDE, Ine. 


80 Broad St. New York, N. Y. 
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LOW-PRICED 
BUSS No. 208 


SINGLE 
SURFACE 
woobnD 
PLANER 
Capacity 20” x 8” 





One of a complete line of single 
and double surface wood planers 
— all built by planer specialists. 


One look at the specifica- 
tions of this machine will 

convince you that the BUSS 
No. 208 bdings to the low-priced small planer field a new high 
standard of both construction and performance. It's a husky, pre- 
cision-built planer that will handle everything within its 20" x 8" 
capacity with speed and accuracy. It's ideal for the small shop, 
mill or lumber yard, complete in every detail, including fully en- 
closed motors, sectional infeed roll, sectional chipbreaker, 4 driven 
rolls, built-in knife grinding-jointing attachment and many other 
features. Available in various feed rates. Write for price and 
complete information, NOW! 


PLANER SPECIALISTS. 
238 EIGHTH ST. 


HOLLAND, MICHIGAN 












MACHINE WORKS 


ID 


SUILDING PropucTs MERCHANDISER 

















Donit take 
chances 






PERF-A-TAPE 


SPECIALLY MABE FOR JBiNWNE susETRREK 

eh Irs the method perfected by the 
makers of famous SHEETROCK* gyp- 
sum wallboard, thus is backed by 
years of dry-wall know-how. You 
can recommend it with assurance. 
So, play safe—sell PErF-A-TAPE* 
reinforcement and cement . .. made 
exclusively by .. 


LONCEALS 4 
Reine Fore ee 
808 v8itiy 


*T. M. Reg. U.S. Pat. Off. 


United States Gypsum 











For Building - For Industry 


STATES 
Gypsum * Lime + Steel + Insulation - Roofing + Paint 





Ylames in the News 


New Flooring Mill 

C. W. Partee, Magnolia, Ark., an- 
nounces that his new Partee Flooring 
Mill is now in operation and shipping 
Oak Beech flooring manufactured to 
NOFMA specifications. 

Everything about the plant is new, 
says Mr. Partee, except the folks who 
run it. All operations, sawing, dry- 
ing, planing and end-matching, are 
done with new equipment. 

Partee Flooring Mill is a division 
of Partee Lumber Co., manufacturers 
of Arkansas Yellow Pine Lumber. 


Penn Metal Has An 80th 
Birthday 


Penn Metal Company, Inc., manu- 
facturers of metal lath and plastering 
accessories, is having an 80th birthday 
this year. “Possibly we should feel 
old,” wrote vice-president Hugh 
Gallaher. “Actually, we feel nothing 
of the sort. We are in fine health and 
spirits, vigorous and active, and we 
feel a sense of satisfaction in having 
reached this very important mile- 


stone. There are other concerns, we 
know, that are older than we, so that 
having an 80th birthday is not neces- 
sarily unique. What is unique, we be- 
lieve, is that our company, in its 80 
years has had but two presidents. 
The first was Longley Lewis Sagen- 
dorph, who founded the company in 
1869. The second, and today’s presi- 
dent, is his son, George Adam 
Sagendorph.” 

Copies of “The Old Timer,” pub- 
lished quarterly by this 80-year old 
firm, are available on request. Write 
the Penn Metal Company, Inc., 205 
E. 42nd St., New York 17, N. Y. 


Elected to Membership 
in the Producers’ Council 


The Nichols Wire & Aluminum Co., 
Davenport, Iowa, manufacturers of 
Never-Stain Aluminum Nails and 
other aluminum building products, 
has been elected to membership in 
The Producers’ Council, which has ac- 
tive chapters in 30 leading cities. 


The Council is closely affiliated wit! 
the American Institute of Architect 
and is composed of some of the na- 
tion’s foremost manufacturers of 
quality building products. 


New Safety Record Set 
by Curtis Employes 

Employes of the Clinton, Iowa 
Division of Curtis Companies In- 
corporated, manufacturers of Curtis 
Woodwork, on May 23 completed more 
than a million man-hours without a 
lost time accident for the second time 
in less than three years. 

In August 1946, the Clinton Curtis 
plant set its first 1,000,000 man-hour 
record, an accomplishment which was 
unheard of in the Millwork industry. 
This covered a period of 12 months. 
The record continued to 1,084,550 man- 
hours with a total of 381 days. 

The current record required only 
283 days, due to expansion of em- 
ployment. The employes are deter- 
mined to exceed their previous effort 
in days as well as hours, which will 
be a very unusual achievement. 

Based on statistics compiled by 
the U. S. Department of Labor, the 
nation-wide accident frequency rate 
for all industries in 1948 was 13.4; 
the Millwork Industry frequency rate 
was 27.9; while the Curtis rate was 
only 5.7 for the same period. 

For the past nine months, the rate 
has been zero. The Curtis employes 
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BOTH you and your customer will be satisfied if 
you install CAPITOL Taper Seal doors on that 
next garage job, and you'll recommend them con- 
sistently, for they’re by far the easiest door to 


install. 


Precision built of finest materials and hardware, 
parts fit perfectly with minimum labor — tracks 
automatically line up — four hinged sections and 
short radius require but minimum clearance — 


unique rabbet seals section joints. 


PT ericelitetiteya) 
* Operation 

-maintenance 
- on the purse 





CUSTOMERS LIKE THESE 


We must consider the sub- 


TO ALL DEALERS 


} 


Here’s what you're looking for 


WATERPLUG... to stop the leaks. 
THOROSEAL... to fill & seal the surface. 
QUICKSEAL...for a beautiful finish. 


promotion cost on our 


purchases. 


stantial quality and reliabil- 
ity of all products that we 
sell to all our customers. 
We must be assured we 
are not paying on a huge _ tial quality and low cost. 


Standard Dry Wall Products 


BOX X. NEW EAGLE, PENNSYLVANIA 


TAPER SEAL FEATURES 


Modern Beauty - Balanced Action 
on Ball Bearing Rollers for “Feath- 
er Touch” operation - Complete 
Taper Seal Weather Protection - 
Long Trouble-free Service Life 
- Reasonable Price. 


SIZES AVAILABLE 
8'0x6'6, 8’0x 70 
8’0x7'6, 8’0x 80 
9’0x8’0, 10’0x 7’0 
10’0x8’0, 10’0x10’0 


We must recommend the 
Thoro System Products to 
our trade, because they 
have proven their substan- 











See Your Lumber Dealer or Write Us For Prices 


CAPITOL PRODUCTS sraincrnetd: iii. 
I uiatimthitiens 
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Basement | 
Windows 





Here is a substantial, accurately formed basement window that will 
please customers and build a profitable, repeat business. Conveni- 
ent, secure installation and smooth-working ventilator insure approval 
of contractor and owner. Ventilator can be held open at either of 
two stages and is easily removed from inside when desired. Long 
arm lever catch has cam to lock it easily and tightly. Anchored in 
wall by side members with channel section to provide for plastering 
where desired. A window you can demonstrate with ‘assured results. 


Made in Three Sizes 
No. of Glass Masonry Shipping 








No. Lights Size Opening Weight 
51 2 15x12 32%x14%” 18 
52 2 15x16 3214%2x18%” 21 
53 2 15x20 3246x22%” 24 


THE DONLEY BROTHERS COMPANY 


13928 Miles Avenue, Cleveland 5, Ohio 





SEATTLE 


VAL 4 


TOLEDO 


Retailers Can Benefit 


from Mauk’s well-organized wholesale service 
from time-tested mills. Mauk experience will 
save you money, time and trouble. 


Let Mauk do your worrying about where to 
get the kind of stock you want. Yard and shed 
items, plywood, doors, siding, shingles, timbers, 
plank, all lumber items for construction and 
industrial uses. 


Ask Mauk to demonstrate 
on a trial order. 


MAUK SEATTLE LUMBER CO. 


Seattle 1, Wash. 


SOUTHERN HARDWOODS, YELLOW PINE 
OAK FLOORING, DOUGLAS FIR, HEMLOCK, 


CEDAR, SPRUCE AND PONDEROSA PINE 


The C. A. MAUK LUMBER CO. 


Toledo, Ohio 








Anaconda Copper 
Mining Co. 
Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 















l;UILDING Propucts MERCHANDISER 


Anything in 
West Coast Woods 


Manufacturers of: 


Mouldings 
Furniture Dimension 
Glued-Up Stock 
Industrial Shook 
Venetian Blind Stock 
Ready-to-Assemble 

Furniture Parts 
in fact, Anything in 
West Coast Woods! 

Send us your inquiries for 


PONDEROSA PINE, SUGAR PINE, 
INCENSE CEDAR, DOUGLAS 
AND WHITE FIR 










1635 DIERKS BUILDING 
Phone Victor 4143 
Kansas City 6, Missouri 





Sawmills: Canby, Calif., and Anderson, Calif. 
Remanufacturing Plant: Klamath Falls, Oregon 
Box Factory: Alturas, Calif. 
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Dealer 


FOR NEW FARM BUILDINGS AND REPAIRS 


Stock rip Lbrip 


FRAMING ANCHORS 
Many dealers are selling Trip-L-Grip to tie 
barn roofs securely to sidewalls and help pre- 
vent uplift due to wind. Nails furnished with 
anchors. Write today for dealership — quick 
sales, good profits. 


TIMBER ENGINEERING COMPANY wasHiNcTON 6, D.C. 





SOUTHERN 
PINE and 
HARDWOODS 


MIXED CARS 
A SPECIALTY 


INTENT COUNTY LUMBER CO. 


General Sales Office — KELTYS, TEXAS 


62 years of service to Lumber Dealers 





Craig M: MouritsiiiLumber Co. 
WW Ay Yee PONE yes rt of 5 LS “3 ings 
Winchester, Idaho 





Ponderosa Pine, Fir and Larch 





MEMBER: Western Pine Association 






































say, “We planned it that way,” anid 
it looks as though they did for thi: 
safety record is one of which an 
organization may well be proud. 


Bradley Lumber Announces 
Operation of Three Units 


Bradley Lumber Company of 
Arkansas (Warren, Ark.), recently 
started operation of three units in 
its flooring plant, planing mill, and 
Pine sawmill. The company will con- 
tinue the operation of its prefinishing 
plant which has been going on bought 
flooring since late January, its unit 
wood block flooring units which have 
been going since late February on 
bought flooring, as well as its sepa- 
rate flooring unit making square 
edge strips for the San Francisco 
market which has been operating 
since April 11. 

Bradley’s Diesel plant, now fully 
repaired, following the tornado dam- 
age last January, will furnish part 
of the power. One of the turbines 
can also be used for additional power; 
beyond that the firm will purchase 
power available to make up any 
shortage. Ten of the Bradley kilns 
are also in operation; but the opera- 
tion of the fourth of the four tongue 
and grooved flooring units that were 
going January 3, and of the hard- 
wood sawmill, will be delayed for 
several weeks pending further re- 
pairs. 


"18 Men and a Horse" 


“18 Men and a Horse” is the title 
of an interesting narrative of a col- 
orful era in the Pacific Northwest 
lumber industry from 1898 to 1948. 
It is written by Donald H. Clark, 
member of the faculty of the college 
of forestry, University of Washing- 
ton. In reality it is the saga of one 
particular enterprise, owned and di- 
rected by three of those sturdy en- 
trepreneurs who were leading pio- 
neers about the turn of the Century. 
This enterprise was so successful and 
developed so rapidly from a humble 
beginning that the tale pretty well 
typifies the fullest development of the 
entire industry. 

The book is based on facts and 
elucidated by the survivor of the trio 
who started the business that became 
the Bloedel-Donovan Lumber Mills. 
That survivor is J. H. Bloedel who re- 
cently celebrated his 85th birthday. 

Peter Larson, J. H. Bloedel and J. J. 
Donovan started as the Lake What- 
com Logging. Company in 1898, with 
$6,000 of capital. They were a rail- 
road builder, a lumberman and a civil 
engineer. 

The tale includes the prowess of 
many men who have long been promi- 
nent in the great lumber industry of 
the United States. It tells of the 
problems in the struggle for progress 
against the elements and the econ- 
omies of a newly developing country. 
Profusely illustrated with nostalgic 
photographs of happenings through- 
out 50 years of lumbering on the 
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RAINY LAKE LUMBER CO. Ltd. 


Sales Office 
2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. 


2 Se!! rg the Products of J. A. Math-e Lid. Re'-y Loke, Ont 


PuILpING Propucts MERCHANDISER 


Dependable Qual 





HARDWOOD FLOORING 


In straight cars or mixed with air 
oak dried Yellow Pine Boards and 
beech Dimension. Best of manufacture. 


Pp ecan Satisfaction that will bring you 


back for more. 


ash . 


For prompt attention on your needs 
phone or write 


Miller & Company, Inc. 


Manufacturers of 
Hardwood & Yellow Pine Lumber 


SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 — Phones — Jackson 1885 




















by displaying 
your doors 
on this 
ADMIUM Plated 
REVOLVING 
DOOR DISPLAY 
STAND 


Enables you to 
get your doors 
out on your sales 
floor where cus- 
tomers can. see 


them. 


PAYS FOR ITSELF IN EXTRA SALES 


Soundly designed and constructed. Extra heavy base prevents 
tipping. Displays 8 doors in upright position for customer 
selection. Doors slide in and out easily. Does not mar doors. 
Entire display revolves on ball bearing revolving top. 


EVERY DEALER NEEDS ONE 
Don't be without this profit-building door display stand. 
Write for information and price leaflet. 


The KEN-RO-BIL Corporation 


General Manufacturing 


VAN BUREN, OHIO 




















Pacific Coast, it is “must reading” for 
lumbermen who know something of 
the trials and tribulations of logging 
big trees. Every page is interesting 
from the first ledger entry of the or- 
ganizing day in Mr. Bloedel’s hand- 
writing, until the requiem for “Big 
Ole”, the big steam whistle mounted 
on the Bloedel Donovan cargo mill in 
Bellingham, which was dismounted 
and moved to. British Columbia 
after nearly 50 years’ service. It had 
a personality for many of Belling- 
ham’s citizens. 


Hugh Beelman Celebrates 
50th Year in Lumber Business 


Hugh C. Beelman, president of the 
Chicago lumber firm, Knudson and 
Mercer Lumber Company, recently 
celebrated his 50th year of associa- 
tion with the lumber business. His 
entire service has been with one com- 
pany. Mr. Beelman’s firm, which is 
located at 28 Jackson Blvd., is a 
wholesale lumber company which 
deals with retail lumber yards 
throughout the middle west. 


Born in Plymouth, Ohio, in 1871, 
Mr. Beelman came to Chicago in 
1889. In May of that year, he was 
engaged as a bookkeeper for the 
Knudson and Mercer Lumber Com- 
pany. F. L. Mercer was president, 
W. S. Brannum, secretary, and S. O. 
Knudson, treasurer. Mr. Mercer died 





HUGH C. BEELMAN (left) is congratu- 

lated by Charles C. Shedd (center), man- 

ager of the YMCA Hotel of Chicago, and 

A. Fletcher Marsh upon the anniversary 

. Beelman’s 50th year in the lumber 
usiness. 


in 1908 and was succeeded as presi- 
dent by Mr. Knudson. 

From his job of bookkeeper, Mr. 
Beelman got into the buying and sell- 
ing end of the lumber business. At 
one time he traveled extensively 
through the south and is known to 
many lumbermen. Mr. Beelman was 
elected secretary of the company in 
1910. He was named vice-president 
in 1928 and treasurer in 1932. Follow- 
ing the death of Mr. Knudson in 1944, 
Mr. Beelman was made president. 

In observing the anniversary, the 
lumberman was presented with a 
wooden plaque by A. Fletcher March, 
president of the Marsh and Truman 
Lumber Company of Chicago, and 
Charles C. Shedd, manager of Chi- 
cago’s YMCA Hotel. 





New Equipment for 
Production of Dua-Laps Shingles 


Increased wearing quality, com- 
bined with a greater uniformity of 
beauty of finish and color, has re 
sulted from the installation of new 
equipment for the production of Dua- 
Laps shingles at the American Stained 
Shingle Company, Columbus, Ohio. 
These improvements have been made 
possible through modern machinery 
which provides completely controlled 
processing. 

The new treatment gives to the 
shingle a protective coating, char- 
acterized by an extraordinary even- 
ness of tone and thickness, according 
to C. V. Wise, president of the com- 
pany. Due to the controlled oxidation 
process, the linseed oil content of 
the coating helps bind the surface 
of the shingle and the color pigment, 
thus adding more durability and 
greater color retention. More natural 
oil is sealed into the No. 1 certigrade 
genuine red cedar wood, from which 
all Dua-Laps shingles are made. 

Included in the new equipment is 
an infra-red drying oven, which makes 
it possible to dry every shingle 
thoroughly. This is a striking im- 
provement over the old air-drying 
method, which was greatly influenced 
by humidity, temperature and other 
factors. Infra-red drying also adds 
to the quality of the stain application 
and helps to prevent damage to the 





LIGHT 


AND EASY TO CARRY 





wT. 


Put it where you 
need it! 


nnn 


—ideal for loading and unloading. Handles commodi- 
ties up to 60 lbs.—moves bags, cases, cartons, hollow 
bottom, narrow, cleated and irregular packages or 
articles not suited to wheel conveyors. 
quired—operates at grades as little as 4 in. to % in. per 
ft. Interchangeable spacing of rollers—from 1) in. to 
12 in. centers. Available in 10 ft. and 5 ft. straight sec- 
tions and 90° and 45° curves. Keep LITEWATE con- 
veyors handy in your shipping room—carry a section on 
your truck. For complete information write for Builetin 


AL-69. 


STANDARD 
CONVEYOR COMPANY 


North St. Paul 9, 
Minnesota 


— 
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STANDARD LITEWATE 
Sectional Roller Conveyor 


Less pitch re- 


RAVITY & POWER 
CONVEYORS 




















P. O. Box 2140 
TELEPHONES: Local 4-6592 @ L. D. 30 
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SHEVLIN-McCLOUD LUMBER COMPANY 


{ Successors to Shevlin Pine Sales Company } 


























SELLING THE PRODUCTS OF DISTRIBUTORS OF SPECIES 
*THE McCLOUD RIVER LUMBER SHEVLIN PINE 
COMPANY UU f PONDEROSA PINE * 
McCloud, Calif. Reg. U. S. Pat. Off. (PINUS PONDEROSA) 
*THE SHEVLIN-HIXON COMPANY EXECUTIVE OFFICE 
Bend, Oregon 900 First National Soo Line Building SUGAR (Genuine White) PINE 
‘Member of the Western Pine Associa. | MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) 
ton, Pee, Coupee, DISTRICT SALES OFFICES: 
NEW YORK CHICAGO SAN FRANCISCO 
EZ 1604 Graybar Bldg. 1863 LaSalle-Wacker Bldg. 1030 Monadnock Bldg. 
Pandeosa Face Woodwork Lexington 2-9117 Telephone CEntral 6-9182 Exbrook 2-7041 








PAUL BUNYAN'S TREES 


Virgin forests of high altitude growth are the source of Paul 
Bunyan’s product. Manufactured and graded for consistent quality. 
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FULL STOCKS INQUIRIES WELCOME 


PAUL BUNYAN LUMBER CO. 


Manufacturer and Distributor 
Ponderosa Pine White Fir Incense Cedar 


TRADE MARK 
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Sustained Yield 
PONDEROSA PINE 
CALIFORNIA SUGAR PINE 


) : Quality Lumber 
PE en Fee Wedereh WESTERN WHITE SPRUCE Paap cg 





Cut Stock — Mouldings Industrial Box Shook 
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(\ Products-from-Sweden Inc. 
an 80 Broad Street, New York 4, N. Y. 
A complete line of beau- Please send us full information about 
tiful entrance and flush ( } Gilenee deen 
doors well made, design- » Web diee 
ed and built to American’; 
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finish during application and while 
the shingles are in transit. With these 
changes the plant now becomes one 
of the most modern stained-shingle 
producing factories in the world, Mr. 
Wise points out. 


Monsanto Chemical Owns 
All Merritt-Monsanto Shares 

Monsanto Chemical Company, St. 
Louis, Mo., has become owner of all 
the shares of Merritt-Monsanto Cor- 
poration at Lockport, N. Y., it was 
announced June 1 by William M. 
Rand, president of the parent com- 
pany. 

Merritt - Monsanto Corporation, 
manufacturer of veneer and plywood 
equipment, previously had been a 
subsidiary partially owned by Mon- 
santo, partially owned by Ericsson H. 
Merritt of Lockport, who has served 
as president, and partially by other 
interests. The eastern manufactur- 
ing concern now becomes a wholly 
owned subsidiary of Monsanto and 
John E. Gurvin, vice-president and 
general manager, will replace Mr. 
Merritt as president. 

Mr. Gurvin, a native of Somer- 
ville, Mass., started with Monsanto 
in 1988 as plant engineer of the com- 
pany’s elemental phosphorus facility 
at Monsanto, Tenn. In 1945 he was 
transferred to Lockport as executive 
vice-president of Merritt Engineering 
& Sales Company, Inc., which later 
became Merritt-Monsanto Gorpora- 
tion. 








New Great Lakes Carbon Plant to Be in Operation in July 


Over 200 architects, plastering contractors, structural engineers, building officials and 
union representatives attended two demonstration meetings in New York City, when 
the Great Lakes Carbon Corporation introduced Permalite, its lightweight plaster and 
concrete aggregate in the eastern market. 


The Great Lakes Carbon Corpora- 
tion, 18 E. 48th St., New York City, 
has announced that it expects its 
large modern Permalite processing 
plant in Linden, N. J., to be in opera- 
tion early in July. T. C. Carter, cor- 
poration vice-president and general 
manager of its Building Products 
Division, estimates that the daily out- 
put of the new plant will be about 


75 tons of the lightweight plaster and 
concrete aggregate. 

Until now the only source of the 
corporation’s lightweight aggregate 
has been the processing plant in Tor- 
rance, Calif. The plant at Linden 
will consist of a 70 x 165-foot main 
building, an addition 20 x 100 feet, 
and the kiln, crude storage bins and 
silos. 








T Hat's how many feet of pine and 
hardwoods W. T. Smith dries annually in 
its own modern kilns. This means ample 
stocks of all kinds and all grades of 
properly-seasoned lumber are kept on 
It is one of many 
reasons why more retailers and indus- 
tries look to W. T. Smith as a permanent, 
quickly available source of lumber in 
yard and shed sizes, oak flooring and 


hand at all times. 


hardwoods. 


Mixed Car Service 


Special Dimensions 
Selective Cutting Assures Permanent Supply 





_REPELLENT 


Leas 


BOATS & DOCKS 
Protection Products Mfq. Co. 


Research Laboratory and Plant KALAMAZOO, MICH. 











We Manufacture and Wholesale 


SOUTHERN PINE 
and HARDWOOD LUMBER 





OUR SPECIALTY: 


2 x 4—8' +2&Btr. SLYP 
S4S Std. EE DET A/D 
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AND HARDWOODS 
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LUMBER CO. 


SELECTIVE LOGGING ASSURES 
PERMANENT SO 


CHAPMAN, ALABAMA 








CORINTH PLANING MILL CO. 
P. O. Box 501 CORINTH, MISS. Telephone 968 


PLANTS AT: Corinth, Miss., Winfield, Ala. 
Custom Resawing and Surfacing in Transit 
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Best Dollar-Buy in 
ROOF TRUSSES Today! 


AMERICAN 
NAILED-BOLTED or GLUED 


STRONG @ LOW COST @ DURABLE 





Write to Get prices 
AMERICAN Roof Truss Co. 


William and Raymond Waddington 


6854 Stony Island Ave., Chicago 49 .. . Plaza 2-1772 


Established 1922 





Gives Siding Jobs Improved 


Protection and Appearance 





On every Asbestos Siding job, 
where appearance is essential, you 
can save valuable time, simplify 
fitting at corners and along win- 
dow and door frames, give added 
protection, by using individual 
zine corner strips . . . Made of 
oxidized zinc . . . will not stain. 
Lengths suitable for any Asbestos 
Siding Shingle. For complete de- 
tails write 


BUGHER MANUFACTURING CO. 








211 South Main Street, Kokomo, Ind. 
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‘td ‘Specialists in Oak Floor- ~ 
f.- ing. General wholesal- ~~] 
mers of all lumber items. =~ 


1 Contact us on your ~~ |: 
needs. 4s 








RCO 1215 R. A. Long Bldg., 
=9 Kansas City 6, Mo 




























CUT FLOOR COSTS 
UP TO 30% 


The big emphasis is now on low cost 
homes. You can save your customers 
up to 30% on floor costs by recom- 
mending Third Grade Maple Flooring 
for homes and factory installation. 
Standard manufacture. We have for 
immediate shipment one car each of: 


25/32x2'/4", 2" and 1'/2" 
33/32x2" and 1!/." 





Write — Wire — Phone — 


ow. WELLS Lumber Co. trax 
Menominee Michigan : 


Manufacturers 
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Majestic 
UNDERGROUND 
GARBAGE RECEIVER 
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The Majestic Co., 


Takes the eye of every 
home owner—because it 
ends forever the unhandy, 
germ-breeding, above- 
ground garbage can! This 
unit installs near the 
kitchen door where it’s 
handy! Foot-operated lid 
prevents foul odors, keeps 
out pesky insects and 
eX eae Moy omr-velemelticcaryslae 
guaranteed 10 years. 
User recommended for 
33 years. A real money- 
saver—inside garbage 
can lasts 3 to 4 times 
overacameertomelucttertas 
garbage can. Ideal 
for storage of cans, 
bottles, etc. Many 
sizes. Write today 


102-D Erie St., Huntington, Ind 


TYPICAL MAJESTIC PRODUCTS EVERY HOME NEEDS 
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Companies Announce 





Paul D. Wonderly succeeds F. B. 
Curtis as manager of the Portland 
office of Twin Harbors Lumber Co., 
Aberdeen, Wash. Mr. Wonderly will 
be assisted by S. S. Bothwell, han- 
dling mill sales, and H. J. Thomas, 
handling Atlantic Coast Cargo De- 
partment. 


Ray H. Anderson, Chicago, asso- 
ciated with the sales department of 
The Sisalkraft Co. since 1939, has 
been appointed sales manager to 
succeed W. Laurence Kennedy, who 
passed away last month. 


A. J. Glassow, general manager 
and vice-president of Brooks-Scanlon, 
Inc., Bend, Ore., has been appointed 
a director of Ponderosa Pine Wood- 
work to fill a vacancy on the board. 
Mr. Glassow, who has long been 
prominent in the West Coast Lumber 
industry, was formerly president of 
the National Lumber Manufacturers 
Association. 


J. D. Greensward was appointed 
general manager of the Norwood 
(Ohio) works of Allis-Chalmers 
Manufacturing Co., according to W. 
C. Johnson, executive vice-president 
in charge of the firm’s general ma- 
chinery division. Mr. Greensward, 








Check what 


OZAN PINE 


Offers You... 


> 


V Soft Texture 

V Dresses smooth 

V Light to handle 

V Nice to work 

V Takes any finish 
V Easy to nail 

V Uniform quality 
\ 

\ 
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Perfect seasoning 


Dependable 
grades 


\ Reforestation 
assures continu- 
ous supply 


Make Ozan Pine the 
Standard in your 
yard. 





OZAN Lumber Co. 


Prescott, Arkansas 





"DP mreexaw~onrtu 





who has served as assistant to Mr. 
Johnson for the past three years, 
succeeds Frank H. Stohr, who died 
last March. In his new position, Mr. 
Greensward will have charge of a 
plant employing 1,600 persons and 
manufacturing small electric motors 
and pumps. 


O. W. Martin is Director of Field 
operations for Dant & Russell Sales 
Co., Acoustical Division. Formerly 
general sales manager for the Soft- 
one Acoustical Tile Company, Mr. 





Martin assumed his new position 
April 1. He maintains headquarters 
at 120 S. La Salle St., Chicago and 
has recently taken over an extensive 
merchandising and sales campaign 
featuring Fir-Tex Perforated 
Acoustical Tile and Dantore Incom- 
bustible Acoustical Tile. Fir-Tex 
Tile is made from the well-known 
Fir-Tex Insulating Board. Dantore, 
a relatively new product, is made 
from exploded Perlite. It is produced 
in the new million dollar Dant & 
Russell plant at Frieda, Ore. 





Sounding Off 


(Continued from page 56) 


Beekman, Merle Billington, and 
J. E. Chappell, all of Sunnyside; 
and Richard Morse, Prosser. 


Typical question and answer 


Question: Is it cheaper to build a 
two-story house than a_ one-story 
house with the same floor space? 
J. M. T. 


ANSWER: At the present time, 
there is a decided trend toward one- 
story houses and there is much to be 
said for them, particularly in building 
on a large lot. 

There is a general impression that 
the same amount of living space in a 
two-story house costs less to build 
than in a house that is all on one 
floor. While there is less roof and 
less foundation area needed in a two- 
story house, the cost of the floor area 
of the stairway and the extra cost in 
building the second floor is usually 
great enough to make a one-story 


house cheaper, until the required floor 
area exceeds 1,000 square feet. 

However, the second floor of a two- 
story house costs a little less to heat 
than the same space on the ground 
floor 


SCHOLARSHIPS ESTABLISHED 
BY CONNECTICUT HOO-HOO 
CLUB 


Two fifty-dollar scholarships 
were established recently by the 
Nutmeg Hoo-Hoo Club of Con- 
necticut No. 199 for the purpose of 
sending two people to the Conser- 
vation Workshop for a two - week 
course covering all phases of con- 
servation at the University of Con- 
necticut. 

The decision by the club to estab- 
lish these scholarships is one phase 
of its educational program, Dr. A. 
Raymond Kienholz, president of 
Hoo-Hoo Club No. 199, said. 





NEW OFFICERS OF NEW JERSEY LUMBERMEN'S ASSOCIATION 
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E. DONALD STERNER, center, was elected president of the New Jersey Lumbermen’s 
Association at its 65th annual convention at Atlantic City. Arthur M. Mason, left. is 
second vice-president and Adolph Jaeger, right, is first vice-president. Standing, left 
to right, G. Bernard Roesler, treasurer, and Edward C. Frick, secretary-manager. 
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'. E. Johnson, general sales man- 
aver, announced organization changes 
in the Truck Division of GMC Truck & 
Coach. R. C. Woodhouse, formerly 
GMC regional manager for the south- 
west, is promoted to the position of 
assistant general sales manager of 
the Truck Division at Pontiac. R. E. 
Holsaple, formerly zone manager 
for GMC in Charlotte, N. C., is 
promoted to the newly created posi- 
tion of metropolitan sales manager 
in charge of GMC’s four retail opera- 
tions in Chicago. He is succeeded 
by G. R. Blackburn who, for the past 
few years, has headed the sales or- 
ganization and analysis department 
at the GMC factory in Pontiac. A. B. 
Campbell, formerly Mr. Blackburn’s 
assistant, will succeed him and head 
up this department. W. P. Smith be- 
comes retail store manager for GMC 
in Cleveland, taking over this posi- 
tion from Glenn G. Bennett who has 
resigned to take a GMC dealership 
in Phoenix, Ariz. 


Obituaries 
en 


Benjamin F. Wade died suddenly 
at his home in San Francisco May 
31. Long identified with the redwood 
lumber industry, Mr. Wade had act- 
ed as consulting engineer for the 
California Redwood Association since 
1936. Prior to his appointment to 
the Association staff, he worked as 
sales engineer with The Pacific Lum- 
ber Company, helping to pioneer the 
industrial applications of redwood in 
east and midwest. In his work with 
the Association, he continued this 
industrial engineering activity. In 
addition, his work with research 
groups has led to spectacular advances 
notably in the drying of redwood 
lumber. He was a member of the 
American Society of Civil Engineers, 
and an officer of the Forest Products 
Research Society. 


Jessie G. Kennedy, 57, prominent 
west coast wholesale lumberman, 
died suddenly from a heart attack, 
May 21. Born at Lauderdale, Miss., 
in 1891, Mr. Kennedy was a graduate 
of the University of Alabama and 
a civil engineer by profession. He 
started in the lumber business with 
the Sumpter Lumber Co., of Electric 
Mills, Miss. and spent four years 
with this organization. When he left 
in 1918 to go with Krauss Brothers 
Lumber Co., he had risen to assistant 
manager and sales manager of the 
Sumpter Lumber Co. at Electric 
Mills. He joined Krauss Brothers 
Lumber Co. as sales manager at New 
Orleans. He spent three years in the 
Wwoolesale lumber business—firm 
named Grambling-Kennedy Lumber 
Co., Jackson, Miss., then rejoined 
Krauss Brothers Lumber Co. at 
Seattle in 1926. In 1930 he formed 
the J. G. Kennedy Lumber Co. of 
Seattle. His three sons who were 
associated with him in the business, 
will carry on under the same name. 
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ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classi- 
fied advertising section in its field. 

All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. lease indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. 
No agency commission or cash discount 


allowed. 
Terms — Cash With Order 
Minimum Charge $2.00 
Rates: 
1 Time —10c per word for each insertion. 


Minimum charge of 50c per line. 


3 Times —9c per word for each insertion. 
Minimum charge of 45c¢ per line. 


6 Times — 8c per word. for each insertion. 
Minimum charge of 40c per line. 


26 Times — 7c per word for each insertion. 
Minimum charge of 35c per line. 


For advertisements bearing box number count 
five extra words. There are approximatel 
5 words to a line and when less are specifie 
er used, regular line rate is charged. 
When answering box n ers or mailing 
copy for ads address them to: 
AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 


HELP WANTED 


GRADER WESTERN SOFTWOODS 
Thoroughly experienced. Large Wholesale 
Distribution Yard. Cook County Lumber Co., 
200 E. 130th Street. Chicago 28, Illinois. 


SALESMEN CALLING ON HARDWARE AND 
LUMBER DEALERS wanted by a Midwest 
Manufacturer to sell a special garden hoe 
and builder’s hardware. Well advertised 
items with a reputation. Will consider side- 
line men without competing lines. Write 
full particulars: Goserud Products Mfg. Co., 
St. Paul Park, Minnesota. 




















Wanted—Young man with some experience 
in special and stock millwork to train as 
assistant to millwork estimator of an estab- 
lished northern Vermont retail lumber 
special millwork company. Good opportunity 
for right man. References required. Address 
Box M-77, American Lumberman, Inc. 





Wanted by growing lumber company located 
in south western New York, a capable book- 
keeper and office manager. Must be able to 
do some estimating, and sell over the counter. 
Should be fully acquainted with lumber and 
millwork, and must be able to furnish relia- 
ble references. Address Box N-30, American 
Lumberman, Inc. 





Salesman—To sell Yellow Pine, Western 

eods, etc. for well-established manufac- 
turer and wholesaler in Northern Ohio terri- 
tory. Exclusive arrangement. Retail Yard and 
Industrial Trade. Write fully, stating age. 
experience, compensation, etc. Address Box 
N-31, American Lumberman, Inc. 


MILLWORK SHOP SUPERINTENDENT 
Capable of management, layout floor super- 
vision, including instruction of 12 skilled and 
semi-skilled employees. eons 8 equipped 
separate shop in conjunction with large re- 
tail building material business manufacturing 
majority of its lumber products. Write giving 
qualifications and ope | desired. All replies 
confidential. Address Box N-28. American 
Lumberman, Inc. 











HELP WANTED 


WANTED experienced established commission 
salesman to sell doors direct to lumber 
dealers for large door manufacturer. Terri- 
tories: Ohio, Pa., N.J., N.Y. State, & New 
England. Address Box N-22, American Lum- 
berman, Inc. , 











WANTED 
Salesman for retail lumber and building ma- 
terial business. Excellent opportunity for a 
mar. who has had experience in strong compe- 
—e Address Box N-21, American Lumber- 
man, Inc. 





HELP WANTED 
Exceptional opportunity with long established 
firm in large Southern City for thoroughly 
experienced special millwork estimator or 
detail biller; also Foreman Cabinet and Store 
Fixture Department. Give age, experience. 
Address Box N-20, American Lumberman, Inc. 


Detailer and Biller of Architectural Millwork. 
Must be thoroughly experienced in taking 
measurements. making shop drawings «end 
billing into mill. Please state experisnce, age 
and references. Excellent working conditions, 
steady employment and good salary to the 
right man, Address Box K-51, American Lum- 
berman. Inc. 








PINE SALESMEN 
To sell Ponderosa Pine, Northern White Pine. 
ite Spruce, etc., for manufacturer and dis- 
tributor, exclusive arrangement. Address 
Box L-67, American Lumberman, Inc. 





Wanted: Man with experience in lumber 
yard and knowledge of small home construc- 
tion. — Box M-59, American Lumber- 
man, Inc. 


MILLWORK ESTIMATOR & MANAGER 
Must be experienced Detailer & Biller of 
Architectural Millwork. Most up-to-date plant 
in Metropolitan Washington area. State age. 
education, experience, references, salary 
expected, when available. P. O. Box 5909, 
Washington, D. C. 


SALESMAN: If you regularly call on an estab- 
lished clientele of building supply. paint and 
hardware dealers and are of good standing 
with your trade, you can increase your in- 
come by $100.00 or more per week by rep- 
resenting us in appointing dealers for Myti- 
Dri Water Repellent Materials, which are 
already well established in several States. 
The line consists of a guaranteed water 
repellent paint in white and colors, for brick, 
stucco and cinder block that resists rain, sun 
and salt air. A transparent coating for brick 
or lime stone which does not stain or change 
the appearance of the masonry; and an inte- 
gral moist lifetime waterproofing admixture 
used for parging., masonry mortar, repairs 
to all masonry structure, such as basements, 
etc., mass concrete and underground con- 
struction where water pressure is expected. 
National advertising campaign in The Amer- 
ican L erman and other widely circulated 
magazines is expected to start this Fall. Can 
be handled in connection with other non- 
competitive line on a liberal commission 
basis. Commissions are paid on repeat busi- 
ness from your customers. For details write 
us describing your present line and the terri- 
tory covered. 
VIRGINIA WATERPROOFING COMPANY 

Box 1127 N. Station Arlington, Virginia 


_———————————————————————_— 
- SITUATIONS WANTED 


Experienced millwork executive desires posi- 
tion as manager of Mfg. or jobbing business. 
Write F-34, etican Lumberman, Inc. 























WANTED: A position as accountant and/or 
assistant manager of a lumber and building 
material business. Age forty-two. Hig 
school education plus two year course in 
accounting and business management. Twen- 
ty-two years experience in retail and whole- 
sale lumber and oak flooring. Prefer to locate 
in North Carolina or a nearby State. Address 
M-58, American Lumberman, Inc. 





MANAGER-AUDITOR. Over twenty years’ ex- 
perience. Bookkeeper to Auditor. Age 40, 
married, capable and responsible. Successful 
record. Prefer profit sharing plan. Address 
Box M-74, American Lumberman, Inc. 


Owner of Wholesale & Retail Lumber Yard 
now ae | out to partner desires position as 
superintendent or manager in mill or yard. 





Age 33, experience in estimating. drawing. 
construction, detailing of men, lumber opera- 
tion, finishing mill etc. State full particulars 
in first letter. Address Box N-25, American 
Lumberman, Inc. 





83 


SITUATIONS WANTED © 


BUSINESSES FOR SALE 








Sales and Production Manager, estimator. 
superintendent, age 37, married. Architec- 
tural Graduate. Sixteen years experience, 
stock and special Architectural Millwork, 
draftsman superintendent production and esti- 
mator. Familiar cost Book A, desires change 
position as sales or production manager, 
Superintendent or estimator. Address Box 
N-24, American Lumberman, Inc. 





Salesman with following among lumber re- 
tailers in greater Kansas City and parts of 
Kansas wishes to represent major manufac- 
turer in the Building Material line. Address 
Box N-23, American Lumberman, Inc. 


"USED MACHINERY WANTED 


WANTED: Straight line rip saw, and also a 
three or six drum sander. 
GENERAL DOOR MFG. CO., INC. 
Sheboygan Falls, Wisconsin 














WANTED TO BUY — 
MISCELLANEOUS 





Wisconsin flooring plant with Yates A-7 
machine. Modern Terese dry kilns. Abundant 
Oak and Maple within trucking distance. 
Priced right and reasonable terms. Would 
consider selling part ownership. Write Box 
L-31, American Lumberman, Inc. 





For Sale 
Retail lumber yard in rich Texas Gulf Coast 
Area. 30 miles of Houston. Will inventory stock 
and give long lease on new modern building. 
Box 947, Rosenberg. Texas. 





HOUSTON, TEXAS 


FOR SALE: Retail and wholesale lumber yard 
in one of the best locations in Houston with 
Planing Mill, dry kiln, and concentration yard 
located only forty miles away to supply the 
yard. .Planing mill has profile equipped to 
run all patterns. Yard equipment includes 
dern office, 400 M Capacity sheds, 





RAILS WANTED 
Any weight—Any tonnage 
- W. H. DYER CO., INC. 
Railway Exchange Bldg.. St. Louis 1, Mo 


_ RAILS: ANY SIZE OR QUANTITY 
Particularly 20 lb. 25 lb. 30 Ib. 35 Ib. & 40 Ib. 
Secure our price before selling. 
MIDWEST STEEL CORP. 
Charleston, W. Va. 


MILLING IN TRANSIT 


We ~ dressing, resawing and kiln drying in 
ransit. 
Grayson Lumber Co., Inc., Birmingham, Ala. 


LUMBER & DIMENSION 
WANTED 


Wanted: Ponderosa Pine shorts 1}? or thick- 
er, random lengths 5!/; inches up. widths 23 
up. Cash. Beau Products Company, East 
Berlin, Penna. 
































Wanted: Several cars KD Yellow Pine, Red- 
wood or Fir bed slats. Bernard Sales Co., 
St. Paul, Minn. 





BARN SASH 
Glazed. 11/,’’ solid rail Ponderosa. Lots 500 
to 1000. Cash. 
O’NEIL LUMBER COMPANY 
East St. Louis, IIl. 


BUSINESS OPPORTUNITIES 














Commission Sales Organization representing 
West Coast Mills wishes additional asso- 
ciations with Fir, Pines, Millwork, Door and 
Moulding sources. Calling and selling to 
well rated reliable firms only. (Jobbers, 
Wholesalers. Large Lumber Dealers in N. Y., 
N. J., Penna. & Conn.) Address Box M-6l, 
American Lumberman, Inc. 





- TIMBER ESTIMATES & APPRAISALS 
in Wisconsin or Upper Michigan. Write: 
Box M-66, American Lumberman, Inc. 


delivery truck, 1948 Tractor with two floats 
for pulling loads, long lease on pro or. 
Yard and mill equipment $30,000 plus $25, 
inventory. This is an excellent business, 
but must sell. We can guarantee you rough 
green lumber at prices to make good profits 
certain. Address Box M-43, American Lum- 
berman, Inc. 





SALE OR TRADE 

RETAIL LUMBER YARD 
Retail lumber yard located in Memphis, Tenn. 
Volume exceeds $200,000.00 per year, netting 
approximately $20,000.00. Excellent location 
—hardware store, millwork shop, concrete 
pipe ee sheds and yard space. 
rice of $75,000.00 includes all trucks, ma- 
chinery and inventory. Will sell on terms 
or swap for No. 2 common Yellow Pine. 
Write to: OWNER, Box M-20, American Lum- 
berman, Inc. 





SOU. CALIF. LUMBER YARD FOR SALE 
In fine residential city east of Pasadena. 
Ground, gy and equipment $36,300 
plus inventory. Also other yards for sale: 
advise size of investment you want to make. 
Twohy Lumber Co., Lumber yard brokers for 
over 35 years. 801 Petroleum Bldg., Los 
Angeles 15, California. 





For Sale—Woodworking plant well located in 
favorable sales and labor area, approximately 
150 miles from Chicago. Fully equipped to 
produce Millwork, Store Equipment or Furni- 
ture. Competent sales and production or- 
ganization aveilable to purchaser. Plant has 
about 30,000 feet floor space with room for 
expansion. Good volume of orders on hand 
with practically unlimited volume available. 
Present management wishes to retire because 
of age and health. Interested in outright sale 
of real estate and equipment or might con- 
sider sale of equipment and lease on real 
estate with purchase option. Might also con- 
sider sale of part interest to competent party 
desiring to assume management. Address Box 
M-72, American Lumberman, Inc. 





For Sale Good Lumber Yard in Southwest 
Iowa; did ninety thousand business last year. 
Excellent fixtures very reasonable stock at 
market. Address D. K. Ellingwood, PO Box 
Station, Omaha, Nebraska. 








BUSINESSES WANTED 


7 WANTED TO BUY 
Retail Lumber and Building Material Business 
in towm ranging approximately from 35,000 
to 125.000. Write giving particulars to Box 
L-24, American teaiboumnn Inc. 


BUSINESSES FOR SALE 

















Complete saw and planing mill, Diesel 
powered, including logging equipment, trac- 
tor, etc. Central Arkansas. Million feet 
sawed oak and gum lumber. Address Box 
J-20, American Lumberman, Inc. 





Complete Band Mill. Need building space. 
Mershon 6° new bearings, 6 saws, Miner 
Heavy Duty Edger. 3 saw SKF Chalmers 
heavy dut carriage. Cut-off saw, table 
saw, complete filing room equipment, log 
turner, cables, rails, rollers, Caterpillar 
10, with or without motors. BARGAIN. Flaig’s 
Mill, Millvale, Pa. 
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Real Business Opportunity 
Retail Hardware and Lumber business for 
sale. Established 25 years. Ve rofitable. 
Sales of $300,000. Located in "Toflennpelin. 
Address Box N-29, American Lumberman, Inc. 





Large Manufacturing Plant for Sale 
Well-equipped sawmill, steam plant, dry 
kilns. 70,000 floor space. Suitable for manu- 
facture of sash and doors, wood or metal 
cabinets, furniture, farm machinery—plywood, 
prefab. houses, box factory. paper mill, con- 
centration yard. Priced right for quick sale— 
terms. Jim Graves, P. O. Box 958, Belling- 
ne. Phones: Office 741, Home 


FOR SALE. Nebraska Yard located in Corn 
Belt. Good Plant, New Stock. Owner wishes 
to quit business. For particulars address 
Box N-27, American Lumberman, Inc. 


FOR SALE 
New up-to-date Hardware Business in West- 
ern Colorado Peach Belt. Ill health reason 
for selling. will handle stock and 
New Building. Excellent location. Address 
Box N-26, American Lumberman, Inc. 











BUSINESSES FOR SALE 








For Sale: A Woodworking see employ- 
ing 75 men manufacturing Dowels, Dimen- 
sions, and Bandsawed Stock. Equipped for 
other types of manufacturing in the wood 
line. Centrally located in New York State, 1, 
mile from N. Y. Central R.R. Station. Ma- 
chinery Electrically operated. Sawmill pro- 
ducing 10,000 board ft. per om About 800 
acres land, partly timbered. Log ~ with 
modern equipment. Address: F. L. Horton, 
Altmar, N. Y 
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For Sale: Lumber and Building materials yard 
located in fast growing southern Indiana 
town, present size between three and four 
pay ay Address M-73, American Lumber- 
man, Inc. 





FOR SALE 
Large woodworking shop and lumber yard in 
Miami, Florida. Address Box M-76, American 
Lumberman, Inc. 








FOR SALE 


Well located and long established retail 
lumber yard, located in West Virginia City, 
on Ohio River. Rapidly growing industrial 
section, good trading area, little competition. 
Annual sales nearly 500,000.00. Large yard, 
good parking, large and modern offices, and 
show room bettdine. good storage buildings 
and well equipped carpenter and cabinet 
shop. Good fleet of trucks, and good wood- 
working machinery. Everything in good run- 
ning condition. Owners wish to retire. Will 
sell or lease on reasonable terms. Address 
Box M-52, American Lumberman, Inc. 





For Sale: Retail lumber yard and electrically 
equipped saw mill, completely equipped. 
Located in northern Indiana near city of 
140,000. Owner wishes to retire. Address 
Box M-63, American Lumberman, Inc. 


FOR SALE 
Canadian Lumber operation near Algonquin 
Park, Ontario. Complete six foot Band Saw 
Mill with considerable block of Timber, 
approximately two-thirds Birch. For particu- 
lars write Hubbel & Son, Huntsville, Ontario. 








LUMBER YARD 


A successful retail lumber business in a west- 
ern suburb of Chicago will sell a 100% in- 
terest in the corporation. The yard is located 
near a new fast growing industrial district 
and a large new home development section. 
It will require $100,000.00 to buy this interest. 
Will return better than 20% on the invest- 
ment. Address Box H-49, American Lumber- 
man, Inc. 


FOR SALE OR TRADE 














FOR SALE 
Or will trade for lumber—One (1) Yates C 4— 
four sided Moulder, babbitt bearing, with 25 
H.P. motor, now running. Will be available 
for delivery July Ist. For full particulars 
write: Alvin Builders Supply Company. 902 
S.W. 69th Ave., Miami, Florida. 


BOOKS FOR SALE 


ATTENTION 
Retail Lumber Dealers 

Lumber Measure Instruction book. Teaches 
square feet of any piece or bundle. Illus- 
trated with tables, tallies, Formulas and Ex- 
amples. P.P. $1.50 or 2 for $2.00. Lumber 
Square Feet Chart which also explains con- 
version of lineal feet to square feet of 1" to 
12" widths. P.P. $1.00, 3—$2.00. (Book and 
Chart $2.00) 

R. C. Morrone. PO Box 8911, Phila. 35, Pa. 




















LUMBER & DIMENSION 
FOR SALE 


SURPLUS LUMBER 
QUARTERED RED OAK 


26,000’ 4/4, 66,000’ 5/4, 66,000° 6/4 
#1 Com.&Btr. Indiana Stock, 18 Mos. A.D. 


PLAIN RED OAK 
30,000’ 5/4, #1 Com.&Btr. 18 Mos. A.D. 








STEAMED WALNUT 
26,000' 4/4, 38,000’ 5/4. 9,000’ 6/4, 7,000’ 5/4 
Flitch Sawn, 26,000° 8/4 Flitch Sawn. 
6,000 6/4 Kiln Dried. 
#1 Com.&Btr, Some #2 Com. 18 Mos. A.D. 
CHESTNUT 
15,000’ 6/4, Sound Wormy,. 18 Mos. A.D. 
Special prices F.O.B. we Furlong, 
Johnson Chair ame age 4401 West North 
Ave., Chicago, Illinois (39). 
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LUMBER & DIMENSION 
FOR SALE 








— 


Aromatic Red Cedar Lumber—4/4 No. 1 Com- 
mon & Better Green or Air Dried. Also Red 
Cedar Squares—Sawed Tapers—Round Posts 
& Poles with bark on, etc., can also supply 
Ornamental Rustic Screen Fence, Post & Rail 
Fence and Rustic Red Cedar for ornamental 
work, log cabins, etc. All of these items can 
be included in same car. Write us for prices. 
National Cedar Post & Pole Co., Omaha, 
Nebr.—Murfreesboro, Tenn. 





4/4 to 8/4 mostly 6/4 and 8/4 Shop and 
3rd Clear K.D. Ponderosa Pine $2S light 
stain at less than FOB Mill cost price, truck 
or carload lots located at Wisconsin Factory. 
Prompt ——. Benj. Hartquist Lumber Co., 
New London, Wisconsin. 





MR. RETAIL DEALER 


Let us deliver P ae a truck load of kiln 
dried lumber. suggested load such as 
2000’ Ix4 Number 2 flooring 


hollow back 
2000° 1x4 ““D’* grade flooring. 
1500’ 1x6 Number 2 centermatch. 
2000’ 1x8 Number 2 shiplap. 
2000° R/W S4S Number 2 Boards. 
500° S/gx4 C** grade beaded ceiling. 
500° R/W “C” grade 4/4 or 5/4 finish, 
will make a regular buyer of this hi- 
grade S.P.A. lumber. Delive rices on 
request. DENZIL OSBORN, pF ae ang 
Illinois, Phone 110. Lumber-grain-eggs. 
Nationwide Delivery. 





nog | ne a He 5/4, a(S. geome or 
ry. isconsin loadin oints. it 
M-67. American lentbadmen. "tes. oo 





THE BUCHANAN LUMBER 
COMPANY 


CUMBERLAND, MD. 
Manufacturers 
° 
Millwork of Superior Quality 


rom 
Appalachian Hardwoods and All 
Species of Softwoods 


Quick Service 
CL or LCL Shipments. 


Special Cut - to - length Mouldings 
and Trim Stair Treads and Railing 
—Plank Flooring—Wall Paneling— 
Door Sills—Thresholds. 


Special Windows, Doors, and 
Frames for Schools, Homes, and 
Industrial Buildings. 





MAHOGANY DOORS and BIRCH PLYWOOD 
Priced to sell quickly. See ad on page 73. 
= 3 Heede, Inc., a0 Broad St., New York, 





1 to 5 cars of 5/4, 6/4, and 8/4 x 8 and 
weet 16° and longer Vertical Grain Clear 
estern Red Cedar boat lumber $200 a 
thousand f.o.b. mill. 
E. J. Gaiennie, Box 1074, Shreveport. La. 





FOR SALE 


PONDEROSA PINE D AND BETTER LUMBER 
sirdried, dressed and rough, RW and RL. 
Benes direct mill shipments, can also de- 
iver to trailer trucks at warehouse in Laredo. 
Gies are made in carload lots only. We 
Solicit inquiries. 
R. G. Garcia 
. Importer — Exporter 
09 Sames-Moore Bldg., Laredo, Texas 


gor SALE: 4/4 and 6/4 North Carolina White 
ine—RW64L. Can surface and resaw. Have 
averat cars each thickness available. 
_ — Hardwood Co., P. O. Box 581, Bristol, 








BuILDING Propucts MERCHANDISER 


MISCELLANEOUS — FOR SALE 








USED MACHINERY FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO., Iac. 
Minneapolis, Minn. 





Advertising Yardsticks 


Basswood and Hardwood. Reasonable 
prices, prompt delivery. F. M. Mosedale 
Co., St. Charles, Ill. 





CARDS OF REAL WOOD 
Business, Christmas, Announcements. 
CARDS OF WOOD, Manlius 9, New York 





BOILER. New Casey-Hedges HRT 250 H.P. 
150# PSI a A.S.M.E. Bate Lumber Co., 
New Bern, N. C. 





COLLECT those stubborn accounts with the 
RED SEAL system. | no commissions. 
Sample RED S form 5c in coin or $2.75 
for book of 30 postpaid. Red Seal Collection 
Service, Box 6, Janesville, Wisconsin. 








USED MACHINERY FOR SALE 








TRACTORS, WINCHES, POWER UNITS 
AND COMPRESSORS 


CINE, EE asic ceeivwewaleninsawead $ 975.00 
GI crises oaeiecqus wens 1050.00 
Allis-Chalmers “K’’ wide track...... 1350.00 
RS WE iene Acai sama seenen 1250.00 


New Hyster D6 Caterpillar Winches, single 
drum and D-2 double drum winch at half 
price. 

Compressors, both 105 and 210 CUFT, both 
gas driven and Diesel at low prices. 

60 to 70 HP gas driven Power Units. $1000.00 


Overton C. Evans 
Mt. Sterling, Ky. 





FOR SALE 


BY SCOTT LUMBER COMPANY 
BURNEY, CALIFORNIA 
Stetson Ross Surfacer 

30°" Model 'A6 — Belt Driven 
+ ie abbitt Bearing 


e Round Hea 
Feed Table 


Excellent Condition 





USED MACHINERY FOR SALE 
1947 Ross Model 15-HT Lift Truck. 17’ 6°’ 
Lift. 7 Ton capacity, 72’ Forks, 38'’—66"’ 
Adjustable Carriage, Operator’s Cab. $4,400 
Laidlaw Band Saw, 2 HP.............$275.00 
Skilsaws, 71/,"’, $85.00; 81/,’’, $75.00; 9°’. $75.00 
Other Skiltools Available. 
Mall Chain Saws, 24” to 48°’... .$250.00 Up 


ITEMS SUBJECT TO PRIOR SALE 
ALL PRICES F. O. B. BUFFALO, NEW YORK 


RUPP EQUIPMENT COMPANY 


101 GREAT ARROW AVENUE 
BUFFALO 16, NEW YORK 


PHONE: DELAWARE 1182 





USED LUMBER BUGGIES 


36” x 4” x 12” Steel Wheels on 2” square 
axles. Frames of Oak. Priced to sell quickly. 
How many can you use? Write or Wire: 


W. R. Latham 


DIERKS LUMBER & COAL COMPANY 
DeQueen, Ark. 





FOR SALE: Hyster M2-5766 with 900 x 20 
tires, used one year, perfect condition, price 
$4,000 f.0.b. cars. J. H. Flack Lumber Com- 
pany. Inc., Montgomery. Alabama. 





Saw Mandrel, 11/,” bore, 8” collar, 1-15/16” 
shalt. ball bearing mountings, direct drive, 
20 H.P., 1170 RPM, 3 phase, Westinghouse 
motor complete with magnetic starter, switch 
and overload protection. Completely mounted 
on steel frame work with sawdust catcher- 
guard and guide blocks for blade. Also 36’ 
and 38° blade. Perfect condition. Cost over 
$1,200.00. Price $600.00. Wood Fuel. Inc., 
169 N.W. 20th Street, Miami, Florida. 








RECONDITIONED FORE TRUCKS AND 
CARRIERS 


Ross Fork Truck 18 HT—10,000 lb. Cap. 
Ross Fork Truck 15 HT—14,000 lb. Cap. 
Ross Fork Truck 12 HT—18,000 lb. Cap. 
Ross Carrier No. 90—30,000 Ib. ye 
Hyster Fork Truck No. 150—15,000 lb. Cap. 
Hyster Fork Truck No. 40—4,000 lb. Cap. 
Transitier Fork Truck No. 20—2,000 lb. Cap. 
Crane—Link Belt UC55—12,000 lb. Cap. 
1/2 yard, Pn. Tired—4 wheel drive 
Hercules Diesel Power Unit—60 H.P. 
A.C. Tractor—PN. Tired 50 H.P. H.D. Bumper. 


MILWAUKEE POWER EQUIPMENT CO. 


1111-25 W. Bruce St., Or. 2-1342 
Milwaukee, Wisconsin 





FOR SALE 


1—9’ Star Cunningham Right Hand Band Mill 
with Filer & towell 3 block carriage 
equipped with Martin Air Dogs together 
with 14 gun, loaders, kickers, edger, trim- 
mer, motors, switches, etc. Detailed de- 
scription and price will be furnished on 
request. All equipment in first class .oper- 
ating condition. 
THE SHEVLIN-HIXON COMPANY. 
Bend, Oregon 





Router—Ekstrom Carlson #232 
Shaper—Oliver Singie Spindle 
Shaper—Whitney 4182 Single Spindle 
Shaper—Whitney Two Spindle 
Rip Saw—Diehl #55 Self Feed 

ge Sander—Ekstrom Carlson £112 
Double Drum Sander—Solem #370 
Planer—Whitney %32—30°’x8’’ 
Cut-off Saw—Porter #4320S—with roller table. 
We have discontinued operations and have 
priced this equipment to move. 


W. Furlong-Helene Curtis Industries, Inc. 
4401 West North Avenue, Chicago, Illinois 





FOR SALE 


1—Practically new Crescent T-3 Single End 
Tenoner with individual motorized top and 
bottom tenon and cope heads and Cut-off 
Saw. Used only few hours and offered at 
considerable savings. Address Box M-60, 
American Lumbermam, Inc. 





We have ready for immediate delivery one 
6x20 Yates 791 Machine, 6 knife, round cylin- 
ders, double profile, babbitt bearing. belt 
driven, and in good used mechanical condi- 
tion, having been just replaced « a new 
machine. Price $5,000.00. Also we have. one 
two saw double end trimmer for sale. Price 
$500.00. Grayson Lumber Co., Inc. Birming- 
ham, Ala. 





FOR SALE 


One Moore dry kiln 36x48’, in operation. 

complete with 100 H.P. boiler, automatic 

controls, trackage, trucks. Also, still crated, 

one 71/, H.P. Wilson Radial Cutting machine 

complete with 71/, H.P. 3/60/220 motor, model 

To oe sacrifice. Write Box 189, Rice 
e, Wisc. 





Complete used saw mill with 65 h.p. Inter- 
national engine, also one brand new ball 
and roller bearing Turner sawmill. Reason- 
able. Krebs Lumber Co., Springfield. Ill. 





Band Saw—36" Tannawitz 2 H.P. 

Band Saw—42’’ Jones Superior-line shaft. 

Seat Scooper—Automatic—line shaft. 

Veneer Cutter—Perfection 34” 1 H.P. 

Glue Jointer—Diehl #42 Electric. 

Jointer—Buss 20°’ Line Shaft. 

Power Seat Clamp Machine. . 

Boring Machine—Ekstrom 2 Spindle Horizontal. 

Shaper—Two Double Spindle Whitneys with 
frequency changer 220/440. 

Belt Sander—Curtiss #25 2 H.P. 

Blower—Curtiss 55°‘ 20 H.P. 680 R.P.M. 

Belt Sander—Curtiss—line shaft. 

Blower—Sturtevant 52°’ line shaft. 

7\/2 H.P. Motor and starter. 

15 H.P. Motor and starter. 


Our prices are low. You can also make 
us an offer. 


W. Furlong, Johnson Chair Company. 
4401 West North Avenue, Chicago 39, Ill. 





DRY KILN TRUCKS. any length. with roller 
bearings. MIGHTY MIDGET CO., 1481 Park- 
way. Alliance, Ohio. 
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LL divisions of Canadian Forest Products Limited use 
top quality logs from our own virgin timber limits 
at Englewood and Harrison Mills, B.C. 


EBURNE SAWMILLS DIVISION 


9149 Hudson Street, Vancouver, B.C. 





Utilizing Douglas Fir, Pacific Coast Hemlock and Western 
Red Cedar for the production of Timbers, K.D., Dimension 
and Boards, Finished Uppers, Car Material and Siding. 





PACIFIC VENEER & PLYWOOD DIVISION 
Foot of Braid Street, New Westminster, B.C. 






Specializing in production of *Douglas Fir Plywood, P.V. 
Brand Edge Grain Cedar Plywood and P.V. Brand Hardboard. 
*Obtainable from our affiliated company, Pacific Veneer 
and Plywood Corporation, Bellingham, Wash. 


HUNTTING-MERRITT SHINGLE DIVISION 


9110 Milton Street, Vancouver, B.C. 





Manufacturers of the world-famous Huntting-Merritt 
Brand Red Cedar Shingles, and Dri Home prestained cedar 
shakes for modern sidewall construction. 


CANADIAN 
FOREST 
PRODUCTS 


Limited 


FOR SHIPMENT TO ALL 
POINTS IN UNITED 
STATES 
Mixed carloads of lumber, 
plywood and shingles are 
made up from each of the 
Canadian Forest Products 
Divisions and the Pacific 
Veneer and Plywood 
Corporation, Bellingham, 

Wash. 

















It is the kind of flooring that 
will build repeat business for 
you with carpenters and con- 
tractors, Well manufactured, 
precisely graded in accord- 
ance with NOFMA grading 
rules, carefully bundled. 


Prompt shipment of most 
sizes and grades. 


Send us your inquiries. 


THE OZARK OAK FLOORING CO. 


BISMARCK, 
MISSOURI 


© 
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Bostwick, having specialized in dealer service for 58 years, 
- has geared its operations to direct mail service. Thus, 
i os tu nck 7 \ your orders and inquiries, uninterrupted by red tape, are 
CT - answered immediately by company executives AT THE 
CT $ AS > y SY pany 

P "4 0 D v HOME OFFICE WHICH IS LOCATED AT THE FACTORY. 
wal metal You will have close, personal contact with your manufacturer. Better yet, 
the mail is an easy, quick, and accurate way to carry on a dealer business 

with Bostwick. Try it—see for yourself. 


THE BOSTWICK STEEL LATH COMPANY 
100 HEATON AVE. - NILES, OHIO 


A\l tye 


100 HEATON AVE., NILES, OHIO 

SEND SEND ME SAMPLES 
FOR Name 
SAM PLES ' Company____ 


Address 
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BRIX MENT ror Stucco 
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CAPITAL! 
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| er in the building industry of course 
knows about Brixment for masonry. But do 
you know that Brixment also makes a very 
superior stucco? 


they have now used Brixment stucco with 
equally good results on several other jobs, and 
that they “do not hesitate to recommend Brix- 
ment as a completely satisfactory stucco mortar.” 

When the new Central Public Library was 
built in Washington, D. C., stucco was specified 
for each of the building’s tremendous ends 
(96’ high by 120’ and 140’ wide). Materials 
and workmanship of the highest quality were 
of course required. 


Brixment stucco is mixed and used exactly 
like portland cement stucco, except that no lime 
is required. It makes better stucco, however, 
and costs less than any comparable mix of 
portland cement and lime. 


This company is now advertising Brixment 
for Stucco in almost every building magazine in 
America. Capitalize on it, and increase your 


turnover on Brixment. Write for a supply of 
literature, today! 


After due consideration and experimentation, 
Brixment was selected for the stucco. James 
Kane & Sons, Inc., the plastering contractors, 
report that the job is entirely satisfactory, that 
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